




















Thirty-Second Year No. 39 


J. R. DUMONT AGAINST 
GOVERNMENT CONTROL 


Legislation an Unnecessary Meas- 
ure Which Will Accomplish 
No Good 


COMPLIMENTS COMPANIES 


Subject of “Acquisition Costs” Ably 
Treated by Nebraska Official Be- 
fore Commissioners’ Meeting 


RAPID CITY, S. D., Sept. 27.—“Ac- 

quisition costs can best be regulated by 
honest management, friendly coopera- 
tion, decent competition and proper pub- 
licity. Government control through 
legislation is an expensive, unnecessary 
measure which will accomplish no real 
good,” concluded Commissioner John R. 
Dumont of Nebraska in his talk before 
the National Convention of Insurance 
Commissioners here today. 
_ Mr. Dumont said regarding his sub- 
ject of “Acquisition Cost ot Life In- 
surance,” that he did not propose to 
discuss the contemplated changes in the 
New York law because it would no 
doubt lead to a technical argument 
which would involve the question of the 
adoption of the American Men UIti- 
mate table. 

_“The big broad question on acquisi- 
tion costs today,” said Commissioner 
Dumont, “seems to me to be above the 
question of the individual items which 
make up such costs. Reasonable con- 
ference could © determine a_ standard 
method by which to ascertain the first 
year and renewal expenses which, how- 
ever, would still have to be a compro- 
mise, as there are many items that must 
be purely arbitrary distributions.” 


Opposes Beha’s Attitude 


In commenting upon Superintendent 
Beha S attitude on acquisition costs, Mr. 
Dumont said the question seems to be 
whether or not acquisition cost should 
be controlled by legislation and depart- 
mental ruling and whether conditions as 
they exist today require such control by 
law. : 

“My research on this subject has led 
me to take the negative side of these 
questions. I will say little about the 
laws of any particular state but I wish 
to go on record as having no bone to 
Pick with the New York department 
as it happens that none of my Nebraska 
legal reserve life companies are licensed 
in New York state so I am a rank out- 
Sider on that score. 

Methods Radically Different 


mm. is not my desire to intentionally 
“art any argument about the proposed 
changes in the New York law as I un- 
derstand _Various hearings have been 
ae to discuss these. I cannot help but 
ee however, in the statements 
os from these hearings. Having 
: ed over the proposed changes, I 
m surprised to find that the superin- 
(CONTINUED ON PAGE 28) 








The National Underwriter 


WIFE INSURANCE EDITION 


COMMISSIONER WELLS 
OF MINNESOTA RESIGNS 


GOES WITH LIFE COMPANY 


Is Succeeded by Garfield W. Brown, 
Now State Public Examiner of 
Minnesota 


ST. PAUL, Sept. 26—George W. 
Wells will retire Oct. 15 as state insur- 
ance commissioner and fire marshal and 
will be succeeded by Garfield W. Brown, 
at present state public examiner. Both 
Mr. Wells and Mr. Brown are this week 
attending the meeting of the National 
Convention of Insurance Commissioners 
at Rapid City, S. D. 

Mr. Wells will become secretary 
the Northwestern National Life 
Minneapolis, succeeding Maurice V. Jen- 
ness, resigned. It is known that Mr. 


of 
of 





GEORGE W. WELLS 
Joins Northwestern National Life 


Wells has for some time been desirous 
of giving up his state work and entering 
the insurance business, but because of 
family and business reasons he did not 
want to leave Minnesota. It was for 
that reason that he declined appointment 
as director of the insurance department 
of the Chamber of Commerce of the 
United States when offered him some 
months ago. 


With Department Since 1921 


Mr. Wells entered the service of the 
state insurance department in April, 
1921, as an examiner and was later ap- 
pointed deputy commissioner. Previously 
he had been attorney for the State Se- 


curities Commission. In 1922 he was 
appointed insurance commissioner by 
Governor J. A. O. Preus to fill the 
unexpired term of Gustaf Lindquist. 


He was reappointed Jan. 1, 1923, by 
Governor Preus and again in 1925 by 
Governor Christianson. He had the 
distinction of being the youngest state 
official of Minnesota. During his long 
term of office Mr. Wells has taken a 
prominent part in the activities of the 
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LIFE CONVENTION’S | 


PROGRAM ANNOUNCED | 


MANY SPEAKKERS SCHEDULED 





President Weisenburger of St. Louis 
Chamber of Commerce Will Wel- 
come Delegates 


_ The following is the program for the 
St. Louis meeting of the American Life | 
Convention. The convention and _ its 
sections, legal, financial, office manage- 
ment and agency, will be in session at 
St. Louis Oct. 8-12 inclusive, and it is 
expected that aproximately 700 com- 
pany executives and department heads 
will visit St. Louis for the gathering. 


October 10—Morning 





Address of Welcome—Walter Weisen- 
burger, President St. Louis Chamber of | 
Commerce. 

Address of President—O. J. Arnold, 


President Northwestern National Life, | 
Minneapolis, 
Report of Secretary—Claris Adams, 


Secretary and General Counsel American | 

Life Convention, St. Louis. 
Address—Walton L. Crocker, President 

John Hancock Mutual Life, Boston. 


Afternoon 


“Some Executive Problems in a Grow- | 


ing Company”—Robert W. Huntington, 
President Connecticut General Life, 
Hartford. 
“How Life 
tion”—Gordon 
West Coast 


Insurance Can Help Avia- 
Thomson, Vice-President 
Life, San Francisco. 
“Agency Cost Accounting” —Henry 
Abels, Vice-President Franklin Life, 
Springfield, IIL 
Evening—Dinner Dance. 


October 11—Morning 


Address—William P. 
Assistant Secretary of 
Aeronautics. 

Address—Albert S. Caldwell, Commis- 
sioner of Insurance, Nashville, Tenn. 

“Well Balanced Progress’”—Emmet C 
May, President Peoria Life, Peoria, I]. 


or. 
for 


McCracken, 
Commerce 


Afternoon 

Introduction of Guests—Association of 
Life Insurance Presidents, National As- 
sociation of Life Underwriters, Other In- 
surance Organizations. 

“The Contribution of Inspection Serv- 
ice to Life Insurance”—Lee N. Parker, 
Vice-President American Service Bureau, 
St. Louis. 

“Coordination of the Departments of a 
Life Insurance Company”—Hillsman Tay- 
lor, President Missouri State Life, St. 
Louis. 

Tribute to Memory of T. W. Blackburn 
—J. B. Reynolds, President Kansas City 
Life; E. W. Randall, President Minnesota 
Mutual Life, St. Paul; Isaac Miller Ham- 
ilton, President Federal Life, Chicago. 

Evening—Executive Sessiin. 

Reports of Committees. 

Election of Officers. 





National Convention of Insurance Com- 
missioners. 

Mr. Brown, the incoming commis- 
sioner, has never been actively identi- 
fied with the insurance business. He is 
a lawyer by profession, 47 years old and 
has served in the state legislature and 
as probate judge of McLeod county, 
Minn. He has been state public exami- 
ner since 1921. He comes from Hutch- 


inson, Minn., where he practiced law. 
He served in the army, attaining the 
rank of major. 





| of 
| tees held a special meeting in New York 
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ROGER HULL REMAINS 4 
MANAGING DIRECTOR 


Will Continue as Executive Head 
of National Asso- 
ciation 


EVERETT ENSIGN RESIGNS 


Termination of 18 Years’ Active Service 
Accepted by Trustees at Spe- 
cial Meeting 


27.—Roger B. 


NEW YORK, Sept. 
Hull, managing director of the National 
of Life Underwriters, has 
the which 


Association 


reconsidered resignation he 


| tentatively presented to the officers and 


Everett M. 
Ensign, assistant managing director, has 


will continue in that office. 


tendered his resignation, and this has 
been accepted by the board of trustees 


the National association. The trus- 


this week, continuing the adjourned ses- 
sion at Detroit at which no action was 
taken. This amicably irons out the dif- 
ficulties which had been encountered at 
the headquarters office of the association 
and opens the new administration under 
President Paul F. Clark of Boston with 
a new harmony throughout the organ- 
ization, 
Ensign Has Resigned 


Paul F. Clark has issued a statement 
which briefly sums up the action of the 
board of trustees at this week’s meeting. 
It merely says that Everett M. Ensign, 
assistant managing director, has ten- 
dered his resignation and it has been 
accepted by mutual agreement of the 
officers and trustees; to be effective 
March 31, 1929. In accepting the resig- 
nation, the officers and trustees extended 
to Mr. Ensign their appreciation for the 
long service he has given the organiza- 
tion and his help during the formative 
days. Good will was expressed by all, 
and the discussion which has occupied 
some time of the trustees for many 
months is now relegated to the past. 
The recent announcement by some 
papers that Mr. Hull had resigned was 
premature and did not reflect the actual 


situation, It was generally known by 
those closely in touch with National 
association activities that some change 


has been imminent for some time. As 
Mr. Hull did not flatly resign but gave 
a statement to the trustees which they 


had under advisement, THe NATIONAL 
UnpeRWRITER refrained from publsihing 
the confidential transaction until such 


time as action had been taken or it def- 
initely became public. At this week’s 
meeting Mr. Hull was persuaded to re- 
main with the association and continue 
the excellent work he has done during 
the past year. 

Mr. Hull has been with the National 
association just one year, but he has 
thoroughly established himself as execu- 
tive head of the organization. An attor- 

(CONTINUED ON PAGE 17) 











THE NATIONAL UNDERWRITER 





September 28, 1928 





DALLAS CAUTIONS ON 
DISABILITY COVERAGE 


PRESENTS SERIOUS PROBLEMS 


Underwriting Head of Aetna Life Com- 
ments on This Important Phase 
of the Business 





Speaking before the Aetna Life man- 
agers’ conference in Qtiebec, W. H. Dal- 
las, underwriting head of the company, 
referred to disability underwriting as 
one of the most uncertain phases of 
the business today. He urged caution 
in its acceptance until its precise ex- 
perience is more truly known and told 
of some of the difficulties thus far en- 
countered. Mr. Dallas said in part: 

“We made a rather comprehensive 
investigation about a year ago and de- 
veloped a great deal of information 
regarding the disability practices of a 
number of leading companies. It was 
decided at that time that it was inadvis- 
able, for the present at least, to attempt 
ratings for disability and double in- 
demnity. This means that we have one 
standard clause, and where we do not 
feel that the standard clause can be 
given, all coverage of this nature is 
denied. 

“Many agents find that other com- 
panies are granting disability and double 
indemnity to cases where we refused it, 
but they do not realize that in a con- 
siderable proportion of these cases the 
disability or double indemnity, or both, 
are very heavily rated by the other 
company. 

Becoming Big Factor 


“Disability is becoming a very big 
factor in life underwriting. Knowledge 
of the coverage is increasing, non-can 
and full accident and health coverage 
will be harder to obtain, and there is 
undoubtedly a considerable amount of 
deliberate ‘shopping’ for reasonably 
heavy disability coverage with life in- 
surance. We see this especially in our 
term business because many companies 
do not issue disability with term, and 
only a comparatively few companies 
have the high limit of disability that 
we have. 

“We have put an arbitrary limit of 
$10,000 disability on women. We do 
not like disability on students, though 
we have on accasion given a_ small 
amount where the student is a college 
junior or senior. We do not like to give 
disability where the applicant has, at the 
time of the application, or contemplates 
purchasing life with disability and non- 
can, disability that will give him a total 
possible disability income of over $15,- 
000. We think the holder of big dis- 
ability is a very questionable risk. 


Watch Certain Classes 


“We try to avoid disability on the 
industrial grade applicant and_policy- 
holder. We are trying to avoid the 
granting of disability to workers in 
seasonal occupations. Our experience 
on farmers has been particularly un- 
favorable, and worse on southern farm- 
ers than those in the west and north. 
There is some reason to believe that 
certain types of professional men are 
not the very best disability risks. There 
is serious danger that their incomes or 
earnings will drop off considerably be- 
fore 60 or 65 and thereby increase the 
disability hazard. 

“We are forced to very largely ignore 
the investment of unearned income and 
consider only the earned income of the 
applicant for disability. We do not like 
it when the total disability coverage is 
in excess of 60 percent of the earned 
income. Where we make exceptions. 
we like the applicant to be at the 
younger ages in a non-hazardous occu- 
pation where everything indicates in- 
creased salary for the future. We are 
naturally cautious in dealing with appli- 
cants who do not go to a regular place 
of business every working day. This 
applies to the small merchant or shop- 








OFFICE MANAGEMENT 


ASSOCIATION MEETS 


ooo 


ANNUAL. CONVENTION HELD 


Program of Instructive Addresses on 
Modern Systems Is Presented 
at Chicago Sessions 





The annual conference of the Life 
Office Management Association was 
held in Chicago Thursday to Saturday 
of this week. An elaborate program of 
instructive addresses on office manage- 
ment methods was presented, and offi- 
cers and committee chairmen made 
their reports. One of the first-day 
speakers was Dr. F. W. Dignan, La- 
Salle Extension University, Chicago. In 
his address he said: 

“The first step in building an efficient 
correspondence staff is the selection of 
men. Good correspondents are some- 
what self-centered, with a lively inter- 
est in their work and rather strong 
feeling. They are in a sense artists 
and cannot be shut in by hard routine. 
The first step in training them is to 
arouse their interest in the things they 
are to do and the responsibilities that 
they are to assume. Men who do not 
respond to this kind of training should 
be transferred to other departments of 
the business. It should next be im- 
pressed upon the men that they are to 
write freely and naturally. They should 
be taught that excessive formality is the 
curse of business and stands like a wall 
between writer and reader. There is 
good reason why no business letter 
should be cold or stereotyped.” 

F. B. Mead, chairman of the home 

office expense committee and vice-presi- 
dent of the Lincoln National Life, pre- 
sented the report of his committee. 
E. Lancaster, insurance service depart- 
ment, Library Bureau, spoke on “Im- 
pairment Filing and the Russell Soundex 
System.” Those who discussed the 
home office expense paper were: W. 
D. Holt, Provident Mutual Life; J. C. 
Cameron, Great Southern Life; E. M. 
Clark, Phoenix Mutual Life; James 
Scott, Missouri State Life. Those who 
discussed the “Soundex System” paper 
were: Harold F. Larkin, vice-president 
Connecticut Mutual Life: Charles E. 
Johnston, Phoenix Mutual Life; Charles 
R. Dent, Confederation Life. The first 
day session ended with a banquet at 
the convention hotel. 








keeper who lives over his store or shop. 
It applies to the artist, the musician, the 
author, etc., whose work is apt to be 
spasmodic and not conducted in a regu- 
lar office, factory, or place of business. 


Have Few Statistics 


“Not very much of a definite nature, 
particularly in the way of statistics, is 
available on disability experinece. We 
know there is such a thing as malinger- 
ing, we strongly suspect that certain 
claims are not entirely honest, and we 
know that the claim situation is serious 
and the payments are very heavy. With 
the passing of time, all companies will 
have more experience, and undoubtedly 
the experiences will be pooled. 

“There are a very few companies that 
seem to be liberalizing their clauses and 
not making much increase in rates. On 
the whole, the cautious, conservative 
companies are somewhat alarmed over 
the disability situation, are raising their 
rates, tightening their underwrtng, and 
are hoping it will be possible to come 
to some general understanding or agree- 
ment so that competition in liberalizing 
the clauses will not continue indefi- 
nitely.” 


Entertains Indiana Bankers 


The Northern States Life of Ham- 
mond entertained the delegates to the 
annual convention of the Indiana Bank- 
ers Association at a reception in the 
home office. 





RESEARCH BUREAU GIVES 
REGIONAL SALES FIGURES 


AUGUST BUSINESS INCREASED 
Life Insurance Production for Eight 


Months Is 4 Percent Over 
1927 Period 





HARTFORD, Conn., Sept. 27.—The 
monthly survey of sales of ordinary life 
insurance in August by the Life Insur- 
ance Sales Research Bureau records new 
business of $702,275,000, about $21,000,- 
000 better than last August. The fact 
that 61 percent of reporting companies 
share this increase indicates the general 
extent of such prosperity. For the first 
eight months of this year, sales are 4 


percent above the 1927 record. 


August Production Records 


The New England states show a gain 
of 10 percent in August as compared to 
1927 records. This is the best monthly 
gain recorded and is shared in all states, 
A gain of 6 percent is recorded during 
the first eight months of this year, Maine 
leading with a 14 percent increase. 
Vermont is the only state which has 
failed to equal its 1927 production for 
year to date. For the 12 months just 
ended, the New England section in- 
creased 2 percent over sales in the pre- 
ceding 12 months. 

Sales in the middle Atlantic section 
increased 3 percent over last August’s 
volume. New Jersey continues to lead 
with a 14 percent increase. The record 
for the first eight months of this year 
is 3 percent better than the sales over 
the same period in 1927. New Jersey 
leads both for the year to date and the 
12 month period just ended. 

Every state in the east north central 
section reports an increase over the sales 
in August. 1927. A 6 percent gain is 
reported by the section as a whole. The 
year-to-date gain of 4 percent is shared 
by all states except Michigan. A gain 
of 3 percent is reported for the twelve 
month period ending this month, and is 
shared by all the states in the section 
except Michigan which again records a 
loss. 

Experience Is Varied 


The west north central section as a 
whole records a loss of 1 percent for 
the month. South Dakota leads this sec- 
tion of the country with an 18 percent 
increase for the month. Nebraska is the 
only other state to gain for the month. 
The 5 percent gain for the first eight 
months of this year is led by a 15 per- 
cent gain in Nebraska. Sales during the 
past 12 months are 4 percent better 
than sales in the preceding 12 months, 

The south Atlantic section records a 
slight loss in sales for the month, its 
record being 3 percent under business 
last August. The sales reported for the 
first eight months of this year just equal 
those of the same period in 1927. Sales 
in the 12 month period are 1 percent 
better than last year’s record. 

The east south central section as a 
whole gained 7 percent over last Au- 
gust, every state reporting an increase. 
Sales this year have increased 6 percent 
over production in the first eight months 
of 1927. The record for the 12 months 
just ended is 4 percent better than sales 
in the preceding 12 months, 

The west south central section’s rec- 
ord for August shows a gain of 4 per- 
cent over 1927 production. Oklahoma 
leads this section with sales this month 
18 percent better than last August. 
All states gain for the first eight months 
of this year, a 7 percent increase being 
recorded for the section as a whole. This 
is the best gain of any section for the 
year to date. A gain of 3 percent was 
recorded for the 12 months just ended. 

The mountain section reports a gain 
of 7 percent over sales last August. 
Nevada leads the section with a 44 per- 
cent gain. The 12 month production is 
practically identical with that of the 
corresponding period last year. A gain 





SOUTHERN EQUITABLE 
AGENTS HOLD MEETING 


GATHER AT ATLANTIC CITY 
Vice-President Graham Reviews “Social 


Phases of Life Insurance”—Park- 
inson Receives Ovation 





ATLANTIC CITY, Sept 27.—The 
southern division of the Equitable Life 
of New York’s agency force met here 
this week for an educational confer- 
ence. 

The general theme of the meeting 
was “growth.” The general topic for 
the first session at Atlantic City was 
“The Equitable, the Diversity of Equit- 
able Service.” The first speaker was 
William J. Graham, second vice-presi- 
dent, who spoke on “Social Phases of 
Life Insurance.” Mr. Graham stressed 
the constantly widening service of 
group insurance in its various phases, 
dwelling patricularly upon the possibil- 
ities of the amelioration of the great 
hazards of death, disability, unemploy- 
ment, etc., through the instrumentality 
of this protection. 


Speaks on Investments 


Following Mr. Graham, the treasurer 
of the society, M. C. Laffey, gave a 
frank and very enlightening report on 
the investments of the company. Mr. 
Laffey spoke of the added opportunities 
for profitable investment made possible 
by the New York law recently passed 
permitting the life insurance companies 
to place their funds in preferred and 
guaranteed stocks. 

Director Tarbell Talks 


The next speaker was Gage E. Tar- 
bell, a director of the company, who 
thrilled his audience with his reminis- 
cences of Equitable traditions. Mr. Tar- 
bell has been with the society in one or 
more capacities for approximately half 
a century. At the conclusion of Mr. 
Tarbell’s address, a committee was ap- 
pointed to escort President Parkinson 
to the hall. Mr. Parkinson entered 
amid a burst of cheers and spoke upon 
the theme, “Our Equitable.” 


Addresses Well Received 


The session the following morning was 
given over to “the agent,” with addresses 
by William G. Fitting, superintendent 
of agencies Courtenay Barber of Chi- 
cago and Vash Young of New York, 
whose article in the September Amer- 
ican magazine has attracted wide atten- 
tion. “Bill” Duff of Pittsburgh, Sam 
Vogelsong of Philadelphia, Ralph Trous- 
dale, New York, Albert G. Borden and 
W. W. Klingman, second vice-president, 
were exceedingly well received and in- 
dicative of the fine spirit of loyalty and 
enthusiasm which actuates the present 
organization from Major Parkinson 
down to the least conspicuous producer. 
The meeting was closed by the beloved 
Henry Powell of Louisville, who epito- 
mized with unusual effectiveness the 
universal sentiment of the group, which 
is evidently fired with a new spirit 0! 
determination to set the standard of the 
society conspicuously forward. Frank 
L. Jones, recently appointed agency 
vice-president, presided at the sessions: 

The conference of the companys 
Pacific agency forces will be held at 
Del Monte, Cal., the last part of this 
week. 


——— 








of 3 percent for the first eight months 
of this year is recorded by this section, 
Nevada continues to lead with a gain 0! 
47 percent. ; 

The Pacific section as a whole records 
a slight loss in August. Oregon shows 
a gain of 23 percent, the only state ™- 
creasing its production. The 12 month 
production and the sales for the first 
eight months of this year are practically 
identical with the corresponding recorés 
of 1927. 
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COMMISSIONERS GIVEN | 
WILD WEST WELCOME 





Big Attendance at Annual Meeting 
of Officials at Rapid 
City, S. D. 


IMPORTANT MATTERS UP 


Lively Discussion of Convention Ex- 
aminations Features First Session— 
Skirmish Over Presidency 





BY C. M. CARTWRIGHT 
RAPID CITY, S. 
colorful 


D., Sept. 26.—It 


was a and picturesque wild 
western greeting that Rapid City gave 
National 


Commissioners party when the special | 


the Convention of Insurance | 
train with 120 aboard arrived from Chi- | 
cago. The American Legion post band, 
with the pompous drum major perform- 
band of 


ing, played military airs. <A 


mounted cowboys with Russ Madison, 
one of the famous punchers in this re- 
gion, in command tore back and forth 
on their ponies, firing pistols and cavort- 
ing in real ranch style. 


“Red Indians” Attract Attention 


The entire delegation headed by the 
band and flanked by the cow punchers 
marched to the Alex Johnson Hotel. 
At the entrance was a crowd of real 
Indians, old and young, male and fe- 
male, elaborately ornamented. Much 
interest was taken in the dancing by 
the Indians, who performed in native 
style, initiating many of the visitors into 


their fantastic work. Insurance Com- 
missioner Don C. Lewis of this state 
was on hand to welcome the visitors, 


assisted by a committee of South Da- 
kota insurance men. The local popu- 
lace came out to watch the procession 





trom the station. 


Canada Well Represented 


_ The Association of Insurance Super- 
intendents of the Canadian provinces 
met last week at Regina. At Mankato, 
Minn., where Sinclair Lewis got his set- 
ting and color for “Main Street,” Com- 
missioner Henry Brace and Deputy 
Ralph Moore of Alberta, Commissioner 
R. Leighton Foster of Ontario and At- 
torney D. H. Rowan of Toronto got on 
board, with a number of United States 


PROMIN 











JOHN R, DUMONT, Lincoln 
Nebraska Commissioner 





LIFE 


FORCED RESIGNATION 
OF MONK BROUGHT UP 


LUNING OFFERS RESOLUTION 


Condemns Effort to Influence Officials 
in Performance of Duty—Goes 
to Committee 


RAPID CITY, S. D., Sept. 26.—At 
the meeting of the National Convention 
of Insurance Commissioners held Tues- 
day evening, Commissioner J. C. Luning 
of Florida presented a resolution regard- 
ing the enforced resignation of Com- 
missioner Monk of Massachusetts. It 
was referred to the committee on reso- 
lutions. The Luning resolution is: 

“Whereas, Wesley E. Monk, 
commissioner of insurance in Massachu- 
setts, one of the most able and valued 
members of the association, resigned his 
position as commissioner of insurance of 
said state in the early part of this 
month; and 

“Whereas, printed reports of corre- 
spondence of former Commissioner 
Monk and the governor and other offi- 


cials of Massachusetts would indicate 
that said resignation was caused by the 
attempt of the governor to have Mr. 


Monk not promulgate certain rates for 
the year 1929 for the operation of com- 
pulsory automobile insurance in that 
state, which the law makes it the sworn 
duty of the commissioner to do, impos- 
ing such rates as in the decision of the 
commissioner are ‘adequate, reasonable, 
just and non-discriminatory,’ and 

“Whereas, this body views with dis- 
approval any attempt to influence, upon 
the part of any one in authority, any 
member of this association to do or per- 
form or to refrain from doing or per- 
forming any act which it is the sworn 
duty of any commissioner to perform in 
compliance with law, it is therefore, 

“Resolved, that the president of this 
association appoint a committee of three 
members of this bodv to prepare suit- 
able resolutions to this convention for 
the consideration of its members.” 

Messrs. Luning of Florida, Dumont 
of Nebraska and Olsness of North Da- 
kota were appointed the committee on 
resolutions. 


insurance men who attended the Cana- 


dian meeting. Commissioner Charles 
Heath of Manitoba drove down from 
Regina. 


Commissioner C. C. Wysong of In- 
diana was master of transportation and 
did a_ skillful job. The Chicago & 
Northwestern road assigned General 





JAMES A. 
New 


BEHA, New York City 
York Commissioner 
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STRESS ADVANTAGE OF 
INSURANCE TRUST PLAN 


NOTED SPEAKERS AT UTICA) 


Huebner, Seefurth, Yost and McMahon 
Address Group Session at Finan- 
cial Advertisers’ Meeting 


UTICA, N. Y., Sept. 27.—Dr. S. S. 
Huebner, professor of insurance at the 
University of Pennsylvania, in an ad- 
dress before the insurance trusts group 
of the Financial Advertisers’ Associa- 
tion, in national convention here, cited 
the rapid increase in life insurance in 
recent years, and declared that “the 
American public is just beginning to ap- 
preciate the economics of the 
life. Insurance has increased 24 times 
as fast as the population, and yet the 
present outstanding insurance represents 
only a year and a half of the earning 


capacity.” Life insurance trusts, the 

speaker said, should grow in the same 

proportion as insurance itself. 
Nathaniel Seefurth of Chicago dis- 


cussed recent developments in business 
insurance trusts. He declared such in- 


surance protects the man in closed cor- | 


porations and in partnerships. Economic 
soundness of the plan was emphasized 
by Mr. Seefurth. 


Yost Tells Trust Advantages 


Advantages of the life insurance trust 
over the life insurance options were set 
forth by Albert H. Yost, assistant secre- 
tary and counsel of the Phoenix Mutual 
Life. He showed how insurance trusts 
take care of the complexities in modern 
business and in family life, while the in- 
surance company’s duty to the policy- 


holder and beneficiary ends in payment 
of a definite amount at a stated time. 
Mr. Yost said 40 per cent of his com- 
pany’s settlements are of tke smaller 
amounts for monthly income. In the 
event of several insurance companies 


holding policies for the same individual, 
he said, it is better for the insurance 
trust to hand out one check every month 
for a definite amount, rather than half 
a dozen checks monthly for various 
amounts. 

Edward M. McMahon, insurance trust 
officer of the Equitable Trust Company 
of New York, discussed the best meth- 
ods of cooperation with life insurance 
agents. 


Agent V. A. Hampton of Indianapolis 
to acompany the party and handle all 
the details. The Northwestern owns 


(CONTINUED ON PAGE 27) 


ENT FIGURES AT MEETING OF INSURANCE COMMISSIONERS 


HOWARD P. DUNHAM, Hartford 
Connecticut Commissioner 


human | 


re] 


| DISCUSSES DUMONT’S 
_ VIEWS ON ACQUISITION 








Dunham of Connecticut Tells Com- 
missioners His Opinions 
on Costs 


FAVORS MODERNIZATION 


Figuring Commissions on Unit Basis 


Meets Hearty Approval—Artifi- 


cial Restrictions Not Sound 


RAPID 


Commissioner 


Cares ck. mm 
Howard P. 


the 


Sept. 27.— 


Dunham of 
paper which 
Nebraska 


Convention ot 


Connecticut discussed 
Dumont of 
National 


Commissioners 


Life 


Commissioner 


, 
gave before the 


Insurance on “Acquisi- 


tion Cost of Insurance.” 
“This 


Dunham, “has had the attention of 


Commissioner 
life 


subject,” said 


insurance companies, their actuaries and 


| agents for many months and I feel 
highly honored to be chosen to discuss 
the valuable paper of the commissioner 
of Nebraska on this timely and impor- 
tant subject 
Refers te Report 

“One naturally turns to Section 97 of 
the New York insurance law, and to 
the report of the legislative insurance 
investigating committee of that state, 


more often referred to as the Armstrong 
committee, dated in February, 1906, 
when the subject of acquisition cost is 
suggested. From that report under the 
head of ‘Expense’ Du 
mont has quoted the opening paragraph, 
which is to the effect that the committee 
deemed it inadvisable to attempt to pre- 


Commissioner 


| scribe expenditures of insurance corpora- 


undertake the management 


tions or to 


of their business. True, this statement 
is clear, as the previous speaker has 
pointed out, but the report did not stop 
there. Read on, and you will find that 


the committee deemed it entirely com- 
patible with their statement to recom- 
mend that acquisition costs for life in- 
surance companies be limited by spe- 
cific legislative enactment. It seems to 
me, therefore, that while the quotation 
referred to by Commissioner Dumont 
is undoubtedly fundamental, the com- 
mittee also considered that it was de- 
sirable to limit acquisition costs. 

“That was over 20 years ago and of 





MILTON A, FREEDY, Madison 
Wisconsin Commissioner 
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American Central Representatives 
Design Scientific Programs 


. 


(Just one of the many reasons why American Central 
representatives are happy and successful.) 


(No. 4 of @ Series) 


What Is 


rogramming, 


Anyway? 


PROGRAMMING EMBODIES A 
CAREFUL INVENTORY OF 
THE PROSPECT’S NEEDS, 
THEN A COMPLETE DIAG- 
NOSIS SHOWING HOW THEY 
CAN BEST BE COVERED BY 
LIFE INSURANCE. 


SELLING WITHOUT A BASIC 
PROGRAM IS LIKE BUILDING 
A HOUSE WITHOUT PLANS 
OR SPECIFICATIONS. 


That Win Sales 


EACH NEW APPOINTEE OB- 
TAINS “FUNDAMENTALS FOR 
FIELDMEN,’’ WHICH 
TEACHES HIM EXACTLY 
HOW TO PRESCRIBE AND 
PRESENT A POLICY FORM 
WHICH WILL MOST EFFEC- 
TIVELY SERVE EACH TYPE 
OF CLIENT. 
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course conditions and tendencies in in- 
surance have changed materially in that 
period. The careful investigation by ac- 
tuaries in 1928 of present-day data and 
experience has been conducted, as I 
undertsand it, in a manner similar in 
general to the methods followed in 1905 
in order to determine how acquisition 
costs may be measured so that the busi- 
ness of life insurance may still be con- 
tinued on an economically sound basis, 
logically applicable to present-day con- 
ditions and without undue state super- 
visory interference with the manage- 
ment of the business of life insurance. 

“Those who sympathize with Mr. Du- 
mont’s attitude,” continued Mr, Dun- 
ham, “toward Section 97 may neverthe- 
less agree that the statute needs to be 
modernized. However, I must express 
my personal agreement with the view 
that such modernization ought to be 
effected without imposing undue statu- 
tory restrictions on the operations of life 
insurance companies. 

Was Not Intended 


“I do not believe that the legislature 
of New York ever intended that Section 
97 should dictate to life insurance com- 
panies the classes of life insurance they 
should write. It did not intend, there- 
fore, it seems to me, to compel com- 
panies to write a large amount of term 
insurance, or endowment insurance, or 
any other particular class of life insur- 
ance. However, it has practically 
reached the point now that some com- 
panies at least must write certain classes 
of business in excess of what they 
would otherwise write were it not for 
the provisions of Section 97, in order to 
comply with the limitations laid down 
in that section. Such a condition is not 
a good one. Business should flow 
readily in its natural channels as long 
as it. is conducted on a sound economical 
basis. The proposed modernization of 
Section 97, as I understand it, is in- 
tended to correct this condition and to 
this extent is to be commended. Ob- 
viously companies should write accept- 
able forms of life insurance without ar- 
tificial restrictions. It is economically 
sound that the law should recognize this 
fact. Such a change would be merely 
a readjustment to present conditions and 
not a radical fundamental change in the 
underlying principles of the law. 


Better Basis of Figuring 


“Commissioner Dumont naturally, in 
referring to expenditures refers to com- 
missions and voices the opinion that 
‘commissions might better be figured on 
the unit of insurance basis rather than 
on the percentage of the premium so 
that a truer comparison could be made.’ 
With this opinion I concur. This sug- 
gestion could well be carried out and 
might tend to remove some difficultres 
in measuring acquisition costs of life 
insurance. At least, it seems to me, as 
it apparently does to the previous 
speaker, that ‘it is unfair to compare 
rates of commission charged by non- 
participating companies with those 
charged by participating companies 
when based on the premium charged.’ 

Should Be Eliminated 


“In reference to the comments con- 
cerning the convention edition of the 
life annual statement blank, the present 
interrogatories in the gain and loss ex- 
hibit concerning first year expenses 
should, to my mind, be entirely elim- 
inated and when such conferences have 
been success‘ully completed, new mod- 
ern interrogatories of some value to in- 
surance departments could then well be 
introduced. 

“Commissioner Dumont has referred 
to figures taken from the annual reports 
of the New York department. In this 
table the ratio of total insurance ex- 
penses to total margins has been de- 
veloped as from 67.3 per cent to 75.5 
per cent, or an average of 70 percent 
over the 18 year period 1909 to 1926. 
He concludes that ‘This proves con- 
clusively that such a law is not what 
governs acquisition costs.’ Maybe it 
does prove the fact but may I point 





COMMISSIONER LUNING 
DIES AT CONVENTION 


————__ 


HIS END COMES SUDDENLY 





Last Official Act Is Introduction of 
Resolution in Praise of 
Wesley E. Monk 





RAPID CITY, S. D. Sept. 27.—John 
C. Luning, state treasurer and insurance 
commissioner of Florida, died suddenly 
Wednesday afternoon near Sylvan Lake, 
in the Black Hills, about 60 miles from 
here. He was a former president of the 
convention. 

The National Convention of Insur- 
ance Commissioners party had eaten 
buffalo dinner at the lake. Following a 
hearty meal Mr. Luning and Superin- 
tendent George H. Thigpen of Alabama 
had gone down about 100 feet into the 
gorge. On their return they boarded a 
car with two fire insurance field men. 
They had gone a mile and a half en- 











JOHN CC, LUNING 


route for the state game lodge where 
President Coolidge spent his 1927 vaca- 
tion. Mr. Thigpen, who sat in the rear 
seat with Mr. Luning, related a humor- 
ous anecdote. Mr. Luning laughed 
heartily, then suddenly gasped for 
breath and died immediately in Mr. 
Thigpen’s arms. He evidently had high 
blood pressure. He ate a hearty meal, 
he had exerted himself in climbing up 
the ravine and the high altitude affected 
him. 

Mr. Luning was the second oldest 
commissioner in point of continuous 
service, Col. Joseph Button being first. 
He had held office since 1910. 

It is significant that Mr. Luning’s last 
official act was the introduction of a 
resolution at Tuesday night’s session in 
praise of former Commissioner Monk of 
Massachusetts and deprecating the poli- 
tical forces that swept him out of office. 


out that the ratios are of total insurance 
expenses to margins and not of acquisi- 
tion costs to margins. There is a great 
difference between these two _ terms. 

“In conclusion,” said the Connecticut 
commissioner, “let me say by way 
general comment on the subject of Mr. 
Dumont’s interesting paper that whether 
we agree with him or not in his ap- 
parent objection to the limitation by law 
of acquisition costs in the life insurance 
business, we ought all to admit that 
when such legislation exists, it is bettet 
for the interest of all that it be modern- 
ized by judicious amendment in te 
light of later experience, but without 
shackling the free control of their bust 
ness policies by sound life insurance 
companies.” 
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North American Reassurance Company 


Lawrence M.Cathles, President 


250 PARK AVENUE 
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NYLIC INCENTIVES and AIDS TO SUCCESS 











-Pioneering 


gq Progress always requires pioneering. Someone 

must take the first steps, must lead in the ex- 

ploring of new fields, must “go before and re- 
move obstacles for those who follow.” 


q In order to fulfill its obligation to humanity, life 
insurance must seek new ways of service, in ad- 
dition to extending the old. And so it must have 
pioneers. The New York Life has always rec- 


ognized this obligation. 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


gq After a long and intensive study of declined 
cases, it found that special rates could be calcu- 
lated, permitting, with safety, the acceptance of 
many risks which previously had been rejected. 


¢ On July 1, 1896, the Company issued its first 
sub-standard policy. Since then, the writing of 
insurance on impaired lives has been a part of 
the New York Life’s regular service to the 
public, and has gradually been adopted by a 
majority of the larger companies. 


To-day, Nylic Agents are enabled to 


obtain insurance for approxi- 
mately three out of every 
five clients who other- 
wise would be 
declined. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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CONVENTION SCRUTIN 
INCREASES EFFICIENCY 


es 


LEWIS TALKS AT RAPID CITY 





Excellent Supplement to State Supervis- 
ion—Cognate Argument Against Cen- 
tralized Government Control 





RAPID CITY, S. D., Sept. 26— 
Commissioner D. C. Lewis of South 
Dakota told the National Convention of 
Insurance Commissioners that he be- 
lieves the convention system in exami- 
nations used extensively in connecffon 
with joint and home department exami- 
nations will increase the efficiency of 
state supervision generally. If prop- 
erly carried out, he said, it will continue 
to be a cognate argument against cen- 
tralized supervision by the federal gov- 
ernment. 

“True,” Commissioner Lewis said, “in 
the case of reputable companies, well 
managed, joint examinations or those 
conducted by home departments are 
sufficient, and grant further that in al- 
most every case both joint examinations 
and those by one department are eth- 
ciently made, yet this must be borne in 
mind—the good name of insurance is 
not blackened by the continued opera- 
tion of such companies, officered by men 
of honesty and ability, mindful of their 
trust. The good name of insurance is 
indelibly marred in the eyes of the public 
by the continued operation of companies 
without sufficient assets, manned by pro- 
moters, officered by men imbued with 
the ‘get rich quick’ spirit, controlled by 
manipulators of trust funds to their own 
personal advantage. In too many cases 
have these conditions remained unre- 
vealed to other departments and to the 
public even after joint and home depart- 
ment examinations, and in too few in- 
stances have drastic steps promptly been 
taken to remedy the situation, until the 
inevitable loss to policyholders and 
stockholders resulted. I am informed 
that such instances are rare following 
convention examinations. This undowbt- 
edly accounts for the higher regard gen- 
erally given to the latter. 


Not a Panacea 


“In many of the states in which con- 
vention examinations are comparatively 
infrequent, the record of supervision is 
excellent. It is not unthinkable that 
many problems that become controver- 
sies between departments and also be- 
tween departments and companies might 
be solved through the medium of con- 
vention examinations. Fairness of rates 
and the question of excess profits are 
among those that might suggest them- 
selves. Of course, it would not do to 
intimate that these might be considered 
by any one as an argument against such 
examinations. 


Responsibility Is Great 


“We, as commissioners, must assume a 
heavy responsibility both when we re- 
quest a convention examination, and in 
the participation therein. Damage that 
cannot be repaired may be done by in- 
judicious use of the power granted to 
us by law, and the best judgment that 
we have must be exercised in order that 
injustice may not be done, not only to 
officers and stockholders, but also to pol- 
icyholders. Publicity is a powerfu! 
weapon when used in a righteous cause, 
but it is just as dangerous and deadly 
when handled either recklessly or care- 
lessly. The end finally gained may jus- 
tify its use, but I think I can safely 
speak for every one in this convention 
when I express the hope that no occa- 
sion in the future will require its un- 
restricted use. 

“Perhaps the greatest advantage to be 
gained by the convention examination 
over any other form is when a situation 
develops that needs drastic treatment. 
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PAUL F. CLARK WARMLY 
RECEIVED IN BOSTON 


ATTENDS MEETING OF AGENTS 





National Association President Par- 
ticipates in Solving Hull-Ensign 
Problem in New York 





BOSTON, Sept. 27.—When Paul F. 
Clark, the newly-elected president of the 
National Association of Life Under- 
writers, arrived at his office from New 
York Tuesday morning, he found the 
rooms crowded with an _ enthusiastic 
gathering of life insurance men and 
women to give him a reception on the 
honor that had been conferred upon 
him. There was 100 percent attendance 
of the members of his own agency, as 
well as prominent National association 


committeemen and insurance journalists. 


The gathering rapidly organized, and 
under the chairmanship of William Col- 
lins of the agency a rousing meeting 
was held in the agency quarters. Mr. 
Clark was presented to the gathering. 
After expressing his thanks he em- 
phasized the outstanding features of the 
convention at which he was elected, 
stressing particularly the great need he 
said exists for a national campaign of 
institutional advertising in the daily 
newspapers and magaznes. 

Advertising Helps Agent 


Mr. Clark made it plain that no ad- 
vertising campaign can supplant the 
agent in the selling of life insurance but 
it will make his work easier. He said 
that association membership must be 
increased, and that during the coming 
year the National association member- 
ship should be increased to at least 
25,000. 

Mr. Clark is enthusiastic about the 
future of the American College of Life 
Underwriters. 


Ganse Applauds Clark 


Franklin W. Ganse, trustee of the 
National association, paid tribute to Mr. 
Clark. He referred to the fact that he 
and Mr. Clark had just returned from a 
special meeting of the trustees of the 
National association held in New York. 

Clarence Wyatt of the Clark agency, 
on behalf of the agents and employes, 
presented Mr. Clark with a leather- 
bound parchment testimonial, expressing 
the loyalty of the agency. 


Canada Life Acquires Site 


The Canada Life of Toronto has ac- 
quired a block of property on Queen 
street, Simcoe street and University av- 
enue. This property includes some 
stores and other old buildings, and it 
is understood that the company intends 
to use it for the erection of a new head 
office building of possibly 20 stories. 

The Canada life is now located in its 
own building at 48 King street west, 
and also owns adjoining property front- 
ing on King and Bay streets. This cor- 
ner is now regarded as the financial 
center of Toronto. The company has 
outgrown its building, and for some 
years has been considering a new struc- 
ture, either on this central property or 
further uptown. 


At such a time, the fact that the partici- 
pating commissioners are representing 
not only their own individual states, but 
this association, and through its mem- 
bers, all of the supervisory power overt 
insurance in the United States, enable 
them to wield a powerful influence in se- 
curing the best solution of financial or 
other difficulties of the company under 
examination. Even though such a com- 
mission is extra-legal and has no official 
status, it is difficult to measure its powef 
and influence when conscientiously and 
fairly applied.” 
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CALDWELL EMPHASIZES 
SUPERVISORY DUTIES 


Tennessee Commissioner Renews 
Appeal for Uniform State 
Insurance Laws 


CHANGES TOO FREQUENT 


Necessity of Regulation Demonstrated 
By Results of Recent Convention 


Examination, Says President 


RAPID CITY, S. D., Sept. 27.—In 
his presidential address before the Na- 
tional Convention of Insurance Com- 
missioners here this week, President A. 
S. Caldwell of the 
importance of a commissioner’s duty in 
insurance 





Tennessee stressed 


supervising the business of 
the country. 

“There is no 
thoroughly supervised and no business 
where management is so 
essential to financial success, as is the 
great business of which you are the 
guardians. 

“Our modern systems of insurance are 
not merely forms of commercial busi- 
They are also vastly important 
instrumentalities of social service. The 
scope of this service is not appreciated 
unless its psychological as well as its 
economic influence is adequately recog- 
nized. The commodity which insurers 
offer for sale is freedom from worry. A 
great insurance company should be 
thought of as a direct creator of wide- 
spread human happiness, through its 
sales of peace of mind, without which 
happiness is impossible. 


business today so 


integrity of 


ness. 


Importance of Duties 


“It is an essential condition of the 
peace of mind of the great body of the 
insuring public that all shall feel abso- 
lutely protected against any failure of 
payment according to contract. It is a 
public calamity, if those who have made 
sacrifices for years to pay premiums, 
are finally defrauded of the protection 
they have paid for. Therefore, in every 
State of the Union, an administrative 
organization is provided to exercise 
public supervision over the conduct of 
the insurance business within the sev- 
eral states. 

“It would be impossible to estimate 
adequately the money value of the repu- 
tation that the state’s influence has over 
such supervision for sound insurance. 
Hence the reason for laws regulating the 
supervision of insurance companies, 
which laws require that examinations 
be made periodically of insurance com- 
panies operating in the several states. 
Therefore, the commissioner incurs a 
weighty responsibility to the insuring 
public for the soundness of all compa- 
nies admitted by him. 


Necessity Has Been Shown 


“The necessity of such regulation and 
supervision, especially laws requiring 
Periodical examinations of all compa- 
nies, has recently been brought very forci- 
bly to the attention of insurance com- 
Panies, supervising officials, as well as 
the insuring public, by a recent conven- 
tion examination made of a company, 
which examination brought out startling 
lacts concerning the management—or 
rather mismanagement—of the com- 
Pany’s affairs, to such an extent that 
the business of the company was com- 
Pelled to be reinsured, and I wish here 
to commend the several supervising offi- 
cials participating for the splendid serv- 
ce rendered by the way they handled 
the examination, whereby they were 
able to fully protect the interest of the 
policyholders and stockholders, as well 
as to establish confidence in the great 














| MANY COMPANIES ARE NOW WRITING | 
| AVIATION RISKS TO SOME DEGREE | 








NEW YORK, Sept. 27.—Aviation in- 
surance is one of the most important 


questions now before life insurance un- | 


derwriters, and the replies received by 
THe NaTionAL UNDERWRITER to a ques- 
tionnaire sent all life companies in the 
country offer striking evidence of the 
extent to which the life companies have 
met this new phase of the business. 
Over 75 companies have taken some 
form of action in this regard, at least 
definitely ruling to accept regular pas- 
sengers of aircraft, if not those engaged 
in piloting the machines. Many others 
now have the subject under considera- 
tion and expect to act very soon. 


Now Widely Considered 


One of the leading life companies 
states that it is working out a program 
of underwriting for aviation risks now, 
not yet ready for publication. Another 
of the ranking companies states that it 
does not now accept such risks, but 
believes it will shortly find it necessary. 
And another gives its present schedule 
of limited underwriting, pointing out 
that it will be changed as soon as ex- 
perience justifies. Of particular inter- 
est is the concerted action being taken 
by the Canadian companies. The Actu- 
aries Club of Toronto now has this 
under discussion and will very soon 


promulgate the policy to be followed in | 


insuring pilots and passengers, which will 
probably be followed by all of the Cana- 
dian companies. It is noted by the in- 
dividual reports that several have been 
writing aviation risks for 10 years or 
slightly over, but the majority have en- 
tered this field within the past year. It 
is a new phase of the business and one 
that will probably change rapidly as ex- 
perience is developed. 
Thus far not many companies have 
expressed a willingness to accept pilots, 
though even in this regard there is a 
surprisingly large number pioneering in 
the new field. The sum total of the 


business of life insurance. Notwithstand- 
ing the crookedness disclosed in the 
management of the company by some 
of the officials—supposedly for personal 
gain—nevertheless even this did not af- 
fect the protection of the policyholders 
one dollar, proving most conclusively 
the wisdom of strict laws and regulation 
as provided by all states. I dare say 
there is no other business that offers 
such absolute safety and protection to 
investors as does the great business of 
insurance, principally because of the 
strict supervision of the several states. 


Great Variety of Duties 


“Hence, the duties of the insurance 
supervisors are of infinite variety and 
often of great difficulty, including as 
they do the supervision of all compa- 
nies licensed to do business within their 
states, which duties also require that 
they see that the investments of the 
companies are in securities of unques- 


tionable value, and that they are within ! 


the requirements of the law. 

“These are but a few of the duties 
imposed upon the supervising officials 
alike in the several states. There is 
much similarity and uniformity in the 
methods of procedure and the means 
adopted for the regulation and super- 
vision of insurance companies and 
agents. 

“I am of the opinion that the uwni- 
formity of insurance laws will prove to 
be of the greatest benefit to the people 
of this country. The policyholder is 
directly interested in the final results of 
uniform laws and rules respecting the 
supervision of insurance. Each de- 
parture from such uniformity places 
additional burdens of administration and 
expense upon the company, and this in 
the end must be reflected in the cost 
of insurance. 

“In my last annual address before 


| Companies writing either passengers or 
pilots is of such proportions as to give 
evidence that life insurance is meeting 
| the demand of aviation and is extending 
| all the support possible in the develop- 
ment of this new form of transportation. 
The life companies are at a disadvan- 
tage as compared with fire and casualty, 
of course, for whether or no they desire 


aviation business, they receive it after 
the end of the incontestible period. 
Should future experience indicate that 


the class is uninsurable, there would have 
to be a very radical change in policy 
forms, for the present form covers avia- 
tion risks after the incontestible period 
is past, thus exposing the companies to 
a huge annual risk. 


Now Carry Huge Risk 


Estimates have put the 1927 total ot 
aircraft passengers at 450,000, and pres- 


ent growth promises a doubling or 
trebling this year. This means that a 
very large percentage of the ordinarv 


business is now at risk from this cause, 
despite the underwriting rules of the 
companies. Also of importance in this 
connection is the attempt of the com- 
panies to write policies exempting the 
aviation risk. As exemplified by the 
Metropolitan Life case in New York, 
where that company has thus far been 
refused permission to write a_ policy 
covering all risks other than aviation, 
many companies feel the situation could 
thus be handled until more definite sta- 
tistics could be gathered. As it is, only 
a few companies operating outside of 
New York are writing business on this 
basis. For the use of those interested 
in the present situation regarding the 
aviation hazard, the individual company 
experience is briefly summed up as 
follows: 





Acacia Mutual Life.-—Has written 
aviation risks for several years, liberal- 
(CONTINUED ON PAGE 15) 





the commissioners’ meeting held in Cin- 
cinnati, in September, 1927, I recom- 
mended that a committee from this 
convention be appointed to confer with 


a similar committee of the American 
Bar Association, with the view of 
bringing about more uniform legisla- 


tion affecting all states alike, particularly 
the fundamental laws, and I| wish to 
reiterate that statement again. 


Frequent Changes Bad 


“We have not yet attained the ideal, 
but in our reflections upon this subject 
we cannot fail to stress the importance 
of the constant influence exercised dur- 

|ing all these years by the National 
Convention of Insurance Commission- 
ers in originally exploring the field of 
uniform legislation and supervision. The 
chief function of the insurance com- 
missioners, to my mind, should be to 
execute the laws as they exist, without 
fear or favor. 

“In our annual convention we regret 
that each year we note the mortality 
that has occurred in our ranks. This 
year is no exception, and while we miss 
and regret the absence of former com- 
missioners whom we held in high es- 
teem, we are glad, in many instances, 
that they through their experience have 
entered into higher fields of endeavor. 


Rotation in Office Regretted 


“T feel that there is a vital need of 
stability in the tenure of officers and 
supervisors of insurance. This perpet- 
ual rotation in office is not conducive to 
stability in supervision. 

“When the general insuring public 
can be brought to a realization of the 
true fundamental character of insurance 
as an institution, then will that public 
recognize the fact that it should for its 
own protection coonerate not only with 
its supervising officials, but also with 
the companies themselves.” 














LIFE PRESIDENTS SET 
DATE FOR CONVENTION 


Officials’ Association to Meet 
in New York City 
December 13-14 


NATIONAL UNITY THEME 


Chandler Bullock Is 
tion Chairman for Big Life 


Named Conven- 


Gathering 


NEW YORK, Chandler 
Bullock, president of State Mutual Life 
of Massachusetts, has been 


Sept. 26 


selected as 
chairman of the annual convention of the 
Association of Life Insurance Presidents 
was announced this week, will 
be held at the Hotel Astor, New York, 
Dec. 13-14. 

The dominant note of this year’s con- 


which, it 





CHANDLER BULLOCK 
Named Life Presidents Chairman 


vention the contribution which 


business in general, and life insurance in 


will be 


particular, is making to national unity 
The convention will discuss the influence 
of commercial expansion in unifying the 
interests and purposes of all sections 
of our land, without conscious effort to 
that end by business leaders, and the 
growth of such influence due to the re- 
cent rapid progress of business in Amer- 
ica 
National Unity Is Theme 


rherefore, practically all of the ad- 
both by insurance executives 
and leaders in other fields of. activity, 
will center on the theme—‘“Strengthen 
ing National Unity Through Business.” 

Invitations to attend the convention 
have been mailed to the executives of all 
life insurance companies in the United 
States and Canada and to supervising 
officials of the various states and of the 
provinces. The this year's 
convention is outlined in the following 
statement by Manager George T. Wight 
of the association: 

“Guiding the way towards closer ties 
and more intimate nationwide inter-rela- 
tions, American business, with increasing 
effectiveness of effort, is doing much to 
cement governmental, social and eco- 
nomic America. The direct bearing of 
various business factors upon this result 
suggests the theme of our 22nd annual 
convention: 


dresses, 


scope of 


Unity Through Business 


“Growth from a disjointed group of 
rival colonies, encumbered with individ- 
ual problems and diverse interests, to a 
unified nation with common purposes 
and problems is the brief story of Amer- 
ican progress. State boundaries have 
yearly become more and more of a fic- 
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“Well 
Managed” 









| Bras = 
Harry EB. Kirk, 
General Agent 
Central Life As- 
surance ety, 
(Mutual) Kansas 
City, Missouri. 





ERTAINLY Mr. Kirk’s record is an elo- 
quent testimonial, not only to his own 
industry and determination, but also to the 
value of a connection with this company. 
Life insurance men recognize that success 
depends largely on ability to meet the vary- 
ing needs of the insurance buying public. The 
fact that Mr. Kirk could go out and produce 
business for 624 consecutive weeks is in itself 
indisputable evidence that this company 
offers an array of policies which meet every 
day needs. Or, to put it another way, it dem- 
onstrates again the business value of being 
part of an organization that is 


Old Enough 
to be thoroughly established 


Young Enough 


to offer exceptional opportunities 


This company welcomes young men of char- 
acter and initiative, men who have a clear 
idea of the relation of hard work to substan- 
tial success. We invite correspondence with 
such men for we can offer them a measure of 
cooperation which will make for a mutually 
satisfactory connection. 


T. C. DENNY President 


Centra Lire Assurance Society 
(MUTUAL) 


Des Moines, Iowa 


G 














tion. National ideals have emerged to 
overshadow local prejudices and narrow 
ambitions. The part played by business 
in general, and life insurance in particu- 
lar, in achieving these results stimulates 
a reassuring picture of present and fu- 
ture national unity. 

“Units of industry and business once 
confined to small local areas are now 
national in scope. Interests which 
formerly seemed in conflict now co- 
operate in joint endeavors for the com- 
mon good. Rail and water transporta- 
tion, the automobile, the telephone, the 
telegraph, the newspaper, and now the 
radio and the airplane, have each con- 
tributed largely to the linking up of the 
most remote frontiers of the land with 
all other sections of the country. When 
the most isolated citizens can instantly 
hear the words of their president and 
anticipate the day when his image like- 
wise will be visible, their interest in 
national problems is more vital and re- 
sponsive than when they only heard 
news of distant events long after they 
had happened. Thus our continent is 
fast becoming one great neighborhood, 
promptly in touch with the doings of al) 
its members and better qualified for a 
sympathetic understanding of the coun- 
try’s needs. A survey of all these vast 
developments, of expanding business and 
social interest tying up section with sec- 
tion, with a resulting broadened vision 
of national problems, presents a back- 
ground for the general and specific dis- 
cussions at our convention. 


Eminent Leaders to Speak 


“Present-day leaders in some of the 
business fields which have contributed 
to these achievements in national unity 
will appear on our platform. Disease 
and death are no respecters of state or 
sectional lines. One of our speakers 
will discuss the improvement of public 
health and the great forward strides that 
have been made and are being made in 
the control of epidemic diseases that 
formerly were sources of terror and dis- 
ruption. Trends towards uniformity of 
laws and regulations concerning the con- 
duct of nationwide business and social 
relations, and the opportunities for fur- 
ther developments in promoting national 
unity, will be presented by an authority 
on this subject. Another speaker will 
come from one of our great universities 
with which there ever will be associated 
the ideal of better human relationships. 
From Canada will come a distinguished 
son who will present the Canadian view- 
point of our ‘general theme. 


Force of Life Insurance 


“Ploughing policyholders’ savings 
back into productive fields through life 
insurance investments and_ breaking 
down artificial barriers by wide re- 
sponses to calls for capital and credit 
will be pictured by an analysis of the 
security holdings and assets distribution 
of life insurance companies. 

“Other contributions of life insurance 
towards strengthening national unity 
and subjects of insurance pertinence as 
well as of general interest will be pre- 
sented by leading company executives, 
touching such phases as the nationwide 
relation of charitable contributions to 
life insurance disbursements; the growth 
of group life insurance and its bearing 
upon national industrial progress; cur- 
rent mortality experience and trends in 
national health; new life insurance cov- 
erage purchased in the United States 
during the present year; late develop- 
ments in world life insurance protection; 
the story of augmented contractual bene- 
fits to life insurance policyholders and 
beneficiaries, and recent trends in meth- 
ods of life insurance distribution.” 





Tax Case Under Advisement 


The Court of Appeals at Columbus, 
Q., has taken under advisement the 
Metropolitan Life case, which involves 
the collection of the extra one-half of 1 
percent tax levied on foreign insurance 
companies by the Ohio legislature. The 
case was appealed from the Common 
Pleas Court. The new law increases 
the tax from 2% percent to 3 percent. 


LEGAL SECTION PLANS 
FOR ST. LOUIS PROGRAM 


McALLISTER IS CHAIRMAN 





American Life Convention Group Will 
Meet Oct. 8-9 at St. Louis 
—Many Speakers 





Frank W. McAllister, general coun- 
sel of the Kansas City Life, as chair- 
man of the Legal Section of the Amer- 
ican Life Convention has announced the 
program for the annual meeting of the 
section to be held in St. Louis Oct. 8-9. 

The American Life Convention will 
continue through to Oct. 12, and during 
the week the Financial, Agency and Of- 
fice Management Sections will also hold 
meetings. C. Petrus Peterson, general 
counsel of the Bankers Life of Ne- 
braska, is secretary of the Legal Sec- 
tion. 

The program as announced by Chair- 
man McAllister is as follows: 


Morning, Oct. 8 


“Review of Recent Decisions,” by 
Claris Adams, secretary and general 
counsel of the American Life Conven- 
tion, St. Louis. 

“Shall Banks and Trust Companies Be 
Insurance Agents, and Legal Questions 
Involved,” BE. M. Grossman, Central 
States Life. Discussion by William E. 
Hutton, Capitol Life of Denver. 

“Equity Jurisdiction of Federal Courts 
in Insurance Matters,” R. F. Baird, Lin- 
coln Life National. Discussion by Thomas 
J. Tyne, Jr., National Life & Accident. 

teport of committee on restatements 
of American Law Institute, A. D. Chris- 
tian, Atlantic Life. Discussion by C. B. 
Welliver, American Central Life. 

At noon members of the Legal Sec- 
tion will be entertained at noonday 
luncheon by the St. Louis life insurance 
companies, at which Eugene H. Angert, 
a prominent member of the bar in St. 
Louis, will speak. 


Afternoon, Oct. 8 


“Some Legal Phases of Life Insurance 
Trusts,” Claude H. Voorhees, Connecti- 
cut General Life. Discussion by Arnold 
Hobbs, Northwestern National Life. 

“What Is Proof of Nonpayment of 
Premium” E. R. Sloan, Bank Savings 
Life. Discussion, Thomas M. Ryan, 
Peoples Life. 

“Tort Liability on an Insurance Ap- 
plication, When, How and to Whom?” 
Allen May, Missouri State Life. 

“Continued Development of the Theory 
of Tort and No Tort for Delay in Pass- 
ing Upon Applications for Life Insur- 
ance,” W. Calvin Wells, Lamar Life of 
Mississippi. Discussion, A. W. Pettit, 
Federal Life. 


Morning, Oct. 9 


“The Ubiquitous Incontestable Clause,” 
Francis V. Keesling, West Coast Life. 
Discussion by A. E. Carroll, Guaranty 
Life of Iowa. * 

“Some Phases of the Disability Clause, 
John V. Sees, Farmers National Life. 
Discussion by Howard W. Kacy, Acacia 
Mutual Life. 

Address, “Judge William A. Ayres 
Memorial,” Eugene J. McGivney, Pan- 
American Life. . 

Address, “Harry H. Orr Memorial, 
Guilford A. Deitch, Reserve Loan Life. 

The chairman will lay before the Legal 
Section report of the committee to 
recommend beneficiary clause appropr'- 
ate for use in naming a corporate trus- 
tee for proceeds of life insurance policy. 
Discussion by Harry B. Arnold, presi- 
dent and general counsel Midland Mutual 
Life. 

Discussions by Walter F. Seay, South- 
land Life; J. B. Wolfenbarger, Peoria 
Life; Robert Stone, general counsel Kan- 
sas Life, and Judge Thomas C. Hennings, 
vice-president Mercantile Trust Com- 
pany, St. Louis, Mo. 





Alan B. Doran Made Supervisor 


Alan B. Doran has been appointed 
agency supervisor of the Home Life o 
New York. His duties will be to super 
vise agency offices and to train agency 
cashiers. 

John B. Neil and Theodore A. Stem- 
mermann have been appointed assistant 





actuaries of the company. 
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FIDELITY MUTUAL MEN 
INSURE THEIR LIVES 











Buy Over Million Dollars in 
Thirty Minutes at 
Convention 
LEADERS’ CLUB GATHERS 


Interesting Speeches Feature Program 
at Hot Springs—Celebrate Com- 
pany’s Golden Anniversary 





members of 
Club” as- 
last week 


Two hundred and fifty 
the Fidelity Mutual “Leaders’ 
sembled at Hot Springs, Va., 
in their annual convention, pledged a 
total of $1,060,000 of life insurance on 
their own lives. Led by officers of the 
club in an enthusiastic demonstration of 
loyalty to the Fidelity in its golden anni- 
versary year, this large sum was pledged 
in 30 minutes by members present from 
40 states. 

Frederick A. Wallis, manager of the 
New York office, gave an_ inspiring 
speech upon loyalty, with specific refer- 
ence to the 50th anniversary of the com- 
pany’s founding, which occurs this year. 
He suggested that no better way could 
be found to honor the company’s golden | 
anniversary and at the same time afford 
a stimulating example to its field work- 
ers than by those present pledging them- 
selves to increased lines of insurance 
coverage. As a result of the keen in- 
terest aroused, the large total of personal 
insurance was subscribed. 

Talbot Oldest in Service 


Karl Collings of Philadelphia, leading 
producer for the club year 1927-28, be- 
came its president in the Golden An- 
niversary year of the company. Mr. 
Collings is within but a few years of 
being oldest in point of service of anyone 
connected with the company. The list, 
incidentally, is headed by President Tal- 
with 46 years of continuous service. 

Vice-presidency of the club was cap- 
tured by R. C. Grimes of Topeka, who 
has as his associate in the second vice- 
presidency C. M. Hunsicker, Philadel- 
phia, the veteran war-horse of Fidelity. 
R. C. Bright, Little Rock, captured the 
secretary's berth, and F. L. Bettger, 
Philadelphia, that of the treasurer. 

Mr. Collings, as president of the club, 
spoke on “Forty-One Years on the Up- 
Grade.” Mr. Collings has prospered in 
an unusual way through the intensive 
cultivation of policyholders, and his dis- 
cussion of this particular phase of under- 
writing service was warmly received. 

The Fidelity’s new low rate life plan 
was discussed by F. L. Bettger, Phila- 
delphia, and F. A. Wallis of New York. 

Atlantic Life Man Speaks 


A splendid speech on “The Highway 
of Success” by William H. Harrison, 
Vice-president and superintendent of 
agencies of the Atlantic Life. As a 
former Fidelity manager in Louisville, 
Ky., Mr. Harrison was among good 
Iriends, and held their attention with a 
most interesting historical development 
of the life insurance business. 

“Income Settlement Keys, and How 
to Use Them” was the subject treated 
by William B. Lee, Jr., Rochester, and 
this was followed by a ‘sales demonstra- 
tion of “Programming by Trust Agree- 
ment.” Paul Wechsler, Philadelphia, 
who was to have taken the part of the 
agent broke his ankle on the golf links 
the first day of the convention, and was 
unable to further participate. Arch Mc- 
Quilkin, of the Philadelphia office, team- 
ing with A. E. McElroy, also of Phila- 
delphia, proved a capable substitute. 


} 
Dot, 


The subject of the sales demonstration 
Was continued in a talk on “Custom- 
Made Insurance,” 


given by George H. 
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| GOOD MANAGEMENT SOLVES ACQUISITION | 
COST PROBLEMS—NO NEED OF LEGISLATION 





RAPID CITY, S. D., Sept. 27.— 
Commissioner George W. Wells, Jr., 
of Minnesota discussed the paper given 
by Commissioner Dumont of Nebraska 
on “Acquisition Cost of Life Insurance” 
before the National Convention of In- 
surance Commissioners today. Com- 
missioner Wells said that he agreed 
with Commissioner Dumont’s position 
on the subject and recognition should 
be given to the good management of 
life insurance companies throughout the 
country. 

Commissioner Wells advanced a new 
phase on the subject which was not dis- 
cussed by Commissioner Dumont. He 
declared that dividends paid by the lar- 
ger companies in the early years of the 
ute of their policies should be included 
in the acquisition cost. He called these 
dividends “a form of rebate, discrimina- 
tory in any event and perhaps illegal.” 

Anticipate Future Earnings 


“It is admitted,” he continued, “that 
these dividends are not actually ‘earned 
in the early years of the policies’ dura- 
tion. They are made possible by antici- 
pating future earnings or by curtailing 
the true earnings on older policies. 
Chey are defended on the ground that 
they attract new policyholders and 
thereby benefit the companies as a 


whole, so that all policyholders, old 





and new, ultimately profit. 
possible condition for a young company 
which has not yet built up a clientele 
of old policyholders large enough to 
bear this burden. It is an unfair prac- 
ice and I seriously question the legal- 
its thereof. These dividends 
the early years can, under no 
able interpretation, represent an equit- 
able distribution of surplus earnings 
such as the law contemplates. The term 
‘equitable’ when used in connection with 
distribution of surplus earnings, is the 
precise language of the New York stat- 
ute. These so-called dividends are not 
dividends and should not be so described 
in the policy contracts. They are re- 
funds or reductions of premium and if 
permitted at all, should be properly de- 
scribed in the policy and reserved for 
appropriately. 


Handicap Younger Companies 

practices represent a form of 
whch the younger 
necessity meet and 


“These 
unfair competition 
companies must of 
whi ch, it is claimed, 
sonable development to a degree far 
greater than the present restrictions of 





policies, which dividends have not been 








It is an im- | 


paid in | 
reason- | 


handicap their rea- | 


the New York law hamper the com- | 
panies operating. under that law. The | 
practice of paying dividends on new 


| out 


earned, is clearly a plan devised to at- 
tract new policyholders, and such divi- 
dends should be considered part of the 
acquisition costs of the business. If 
control is to be exercised over ac- 


any 
quisition costs by the New York de- 
partment, or any other insurance de- 
partment, we suggest that this prac- 


tice be given careful consideration. 


Affect Greatest Percent 


In commenting upon the New York 
laws about acquisition costs, Commis- 
sioner Wells said that their importance 
cannot be over-estimated. Over 80 per- 
cent of life insurance business in the 
United States is written by companies 
whose practices, including acquisition 
costs, are controlled by the New York 
statutes. “It is inconceivable,” he said, 
“that the remaining companies, writing 
not in excess of 20 percent of the busi- 
ness can depart materially in their prac- 
tices from the standard maintained by 
the majority.” 

The Minnesota commissioner said 
that the New York statutes were prob- 
ably the only practical solution of the 
problem at the time they were adopted, 
and even assuming that much good can 
come from continuing them, he did not 


believe that they were a pattern that 
other states should follow. He said 
that he believed “competition in the 


matter of costs to the life insurance buy- 
ing public has proved, and will doubt- 
continue to prove, an efficient and 
automatic control on acquisition ex- 


pense. 


less 


Managements Solve Problems 


said, is the only alter- 
management in con- 
acquisition cost. He said that 
not believe that the vast major- 
company executives are paying 
for life insurance business than 
the necessities and conditions inherent 
to the proper building of their com- 
panies require. With the newly organ- 
ized companies new business is abso- 
lutely necessary as they must acquire 
a volume of business commensurate 
with their necessary overhead expense, 
In reference to the acquisition expense 
in connection with total and permanent 
disability benefits, double indemnity and 
substandard business, Mr. Wells said 
that the alleged abuses are being in- 
vestigated by company managements. 


he s 
to company 


Legislation, 
native 
trolling 
he did 
ity of 
more 


He said that he believed that within a 
reasonable time a voluntary uniform 
method of coping with any bad prac- 


tices that exist will be adopted with- 
the necessity of restrictive legis- 
lation on the subject. 








Wilson, general counsel of the company. 
Clayton M. Hunsicker, Philadelphia, 
gave a talk on business insurance, of 
which he is a past master. 

“Long Life, Better Living” was the 
topic assigned to John A. Houston, of 
Spokane, Wash. Dr. C. A. Vandervoort, 
assistant medical director, was the next 


speaker, and his “A Day with the Doc- 
tor,” covered all of the points which 
slow down the machinery of the new 


business department and make trouble 
for the agent. 
Tells of August Work 


Brennan of the Chicago office 
deeply impressed the convention with 
the story of his August performance. 
With a wife and baby seriously ill in 
the hospital, and extraordinary expenses 
rapidly mounting, Mr. Brennan under 
great anxiety, but with the spur of ne- 
cessity was able in the “dog days” of 
summer to have not only the best month 
of his own underwriting experience, but 
to be an important contributor to the 
best month in the history of his agency. 

Dr. J. W. Kirgan and M. L. Bangham 
of Cincinnati next put on a sales demon- 
stration, “His First Life Insurance Pol- 


3. i 








closed by a 
the prize 
Doran of 


icy,” and the session was 
series of six rapid-fire talks, 
for which was won by J. E. 
Albany, N. Y. 

E. \H. Schaeffer, Harrisburg, spoke on 


“Life Insurance as an Investment.” Mr. 
Schaeffer brought out some unusual 
aspects of this subject. He was fol- 


lowed by R. Earle Greenlee, of Balti- 
more, who spoke in a humorous, but 
most convincing way on “Time, and 
How to Use It.” His speech was par- 
ticularly appropriate, as Mr. Greenlee 
had just been awarded a prize for sub- 
mitting an application in each week of 
the club year. This period, however, 
is only a small segment of his continu- 
ous “App-A-Week” production, which 
at the time numbered 313 weeks. Six- 
teen other field workers were in the 
group of continuous “App-A-Week” 
producers, who had submitted at least 
one application each week during the 
club year, their record in this regard 
ranging all the way from 52 weeks to 
figures such as those credited to Mr. 
Greenlee. 

The Heron Trophy, presented by F. 
W. Heron, assistant manager of agen- 

(CONTINUED ON NEXT PAGE) 
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CITES IMPORTANCE 01 OF 
GROUP LIFE INSURANCE 


Vice-President Graham of Equi- 
table Addresses Human Rela- 
tions Conference 


NOW VITAL TO WORKERS 


Seen as “Capital for the Uncapitalized” 
and Basic Safeguard of All 
Income 





Group life insurance was character- 
capital for the uncapitalized” in 
a talk made by William J. Graham, sec- 
ond vice-president of the Equitable Life 
New York before the annual Y. M. 
C. A. conference on human relations in 
industry held recently. Mr. Graham 
reviewed the growth and present status 
of group insurance in the economic 
Structure of America and pointed to its 
importance in safeguarding the worker's 
income, He said, in part: 


ized as “ 


Pay Represents Capital 
_ “Safeguarding the worker's income is, 
in reality, largely a question of safe- 
guarding the worker’s pay envelope be- 


cause most workers have little or no 
income outside of the pay envelope. 
An income of $25 a week from work 
is equivalent to an income from 
about $26,000 capital securely  in- 
vested to net 5 percent interest. 


rhe difference between the $25 a week 
which comes in the pay envelope and the 


$25 which comes from eapital invest- 
ment, is not found in spending power, 
but in what we might term ‘lasting 
power.’ The $25 in the pay envelope, 


being the product of labor, is lost with 
the loss of life or health or through the 
attrition of time which superannuates 
the worker. 


Need Income Safeguard 


“To safeguard the worker against the 
great dangers that beset the pay en- 
velope from these causes, the income 
of the man who lacks capital, therefore, 
needs to be utilized in some fraction 
to provide a substitute for the security 
that capital offers against want and de- 
pendency. 

“Safeguarding the worker’s income 
begins, of course, with safeguarding the 
job, which in turn, means safeguarding 
the business which produced the job. 
No matter how satisfactory the job and 
the pay for the job, if the worker and 
his dependents are to feel secure in the 
absence of capital, there remains the 
need for safeguarding the pay envelope 
against the contingency of untimely 
death, total and permanent disability or 
partial disability resulting in loss of in- 
come, and against unprovided for old 
age. 

Insurance Is Answer 


“In the absence of capital, how can 
the pay envelope be safeguarded against 
these contingencies? Systematic sav- 
ings invested securely will answer or 
contribute to the answer, conditioned on 
employees entering such a program of 
systematic savings at an age young 
enough and persisting in the program 
long enough to pile up the necessary 
capital. 

“The general answer to the question 
of providing capital for the uncapitalized 
must be found in insurance. Insurance 
is a plan worked out according to the 
law of probabilities to ‘take that small 
toll from the income of the contributor, 
which, though grossly insufficient to in- 
demnify against the immediate occur- 
rence of the particular hazard to the in- 
dividual, is adequate, when combined 
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with a similar toll from other contribu- 
tors, to supply the amount of capital 
stated in the face of the policy to those 
whom the hazard overtakes in order as 
the hazard overtakes them. Naturally 
the amount of insurance protection is 
dependent on the amount of premium 
paid and, consequently, insurance itself 
presents the anomaly of being most 
needed as a substitute for capital by 
those having the least in the way of a 
secured income with which to buy it. 


Employees Give Aid 


“Enlightened employers recognize not 
only the obligation to assist in safe- 
guarding the income of the employe 
through fair wages and good working 
conditions, but also the opportunity to 
assist in protecting the income so far 
as possible through sound plans of 
thrift, insurance, and pensions. The 
human appeal for such service is ob- 
vious but the ability of the employer 
in a competitive world to respond to 
impulses of financial generosity is se- 
verely limited. Fortunately, cooperation 
in reasonably safeguarding the pay en- 
velope pays its own way. 

“Insurance, itself, is nothing but a 
great cooperative scheme. Insuring an 
individual as an individual is an utter 
impossibility and reduces the plan to a 
wager or gamble. Insurance requires 
great numbers of individuals to band 
together for common protection. The 
earlier forms of insurance benefits arose 
from the early labor guilds formed to 
protect the worker, through organiza- 
tion, in the matter of work and wage. 
It is significant that the old British la- 
bor guilds fathered at one and the same 
time both the labor organization move- 
ment and the cause of insurance pro- 
tection for the worker. 

“When we consider that only within 
the last 20 years in this country have 
we passed from the old stage of sad- 
dling on the workers the losses from 
injuries inflicted in industry, we realize 
with more or less horror how short the 
time however great the distance we 
have traveled from the doctrines of ‘fel- 
low servant’ liability and of ‘assumption 
of risk.’ Industry has become and is 
becoming more and more conscious of 
what industry owes to the employe and, 
of the fact that only by the generous 
acknowledgment of its full debt to the 
employe can industry be truly prosper- 
ous, the employe contented and the 
body politic secure. 


Compensation Laws Cited 


“For the effect on present-day con- 
sideration of plans for further safe- 
guarding the pay check of the employe, 
it is helpful to emphasize the fact that 
employers of 20 years ago who opposed 
workman’s cempensation laws as being 
an expensive imposition or even a crush- 
ing burden upon industry, have 
come, to a man, to recognize the un- 
soundness of previous reasoning. There 
is absolutely no sentiment in this coun- 
try today or in other enlightened coun- 
tries of the world. which for the most 
part had adopted workmen’s compensa- 
tion laws in advance of the United 
States, in favor of a return of the old 
system. The evidence supplied by 
twenty years of workmen’s compensa- 
tion operation produces from industry 
a 100 percent verdict that workmen’s 
compensation pays. In a narrow money 
sense, the fact is considered to be 
clearly established that the time and 
money spent, under the old _ liability 
laws, in avoiding the employes’ claims 
for indemnity for industrial injuries, has 
been much more profitably employed in 
protecting the employe through com- 
pensation benefits, even though the 
present plan involves additional costs. 
Cooperation in a scheme to benefit em- 
ployes by workmen’s compensation has 
proved good business. Its one flaw is 
found in the fact that the American 
employer waited belatedly to be driven 
into a compensation scheme by legal 
compulsion. 

“Tt would not be practicable to list 
all the measures at work today in the 








United States for the establishment of 
helpful cooperation between employer 
and employes in the way of safeguard- 
ing the employe’s pay check and mark- 
ing the employment as a preferred job 
in the job market. 

“Consistent with the laudable prog- 
ress in helping the workers to become 
capitalists to some extent, the greatest 
progress has been made in establishing 
the insurance idea among the workers 
of the country as a way to supply ‘cap- 
ital for the uncapitalized.’ 

“This group protection covers more 
than 6,000,000 workers or about 25 per- 
cent of all employes in the United 
States, using an estimate of the 
‘Monthly Labor Review’ of the U. S. 
Bureau of Labor Statistics, which gives 
23,348,692 as the number of workers 
employed in the United States as of 
January ist, 1928. 

“The group life plan has grown stead- 
ily in favor and in volume since its in- 
troduction some 17 years ago. It is 
now paying claims amounting to about 
$60,000,000 a year or $5,000,000 a month. 
Daily 120 new claims arise which are 
met by a payment of more than $165,- 
000. What this $165,000 in the case of 
these 120 lives means can possibly be 
estimated best by the statement that 
without group insurance more than 40 
percent of these cases would be with- 
out any form of life insurance. 

“A study of the group insurance 
deaths made by one large life insurance 
company for the year ending Aug. 1 
develops that of every 100 employes 
dying in industry under group insur- 
ance coverage, 43 had no other insur- 
ance. Of the 57 who were insured, 
eight had $250 of insurance or less; 11 
had more than $250 but not more than 
$500, 15 had more than $500 but not 
more than $1,000, and only 23 of the 
100 carried over $1,000 of life insur- 
ance. 





Two Councillors Appointed 


At the closing session of the Aetna 
Life general agents’ convention at 
Quebec, two new members were named 
to the General Agents’ Advisory Coun- 
cil, R. S. Edwards of Detroit and S. M. 
Carson of Atlanta. They replaced J. 
A. Bassford of Grand Rrapids, Mich., 
and Gordon H. Campbell of Little Rock, 
Ar. It was announced that next year’s 
meeting of the group will be held at 
Swampscott, Mass. 


Retires from Home Office Work 


M. V. Jenness, secretary of the North- 
western National Life of Minneapolis, 
who has been connected with the com- 
pany for 15 years, is resigning. Two 
years ago Mr. Jenness suffered a severe 
breakdown. He feels that to continue 
in work would jeopardize still further 
his health. After he takes a rest he will 
enter the field in Minneapolis under the 
White & Odell agency, specializing on 
business insurance and life estates. 


Missouri State Life Gains 


The Missouri State Life reports a gain 
of $60,120,640 in paid-for business for 
the first eight alain of 1928, as com- 
pared with the same period of 1927. A 
total volume of $182,166,681 in paid-for 
insurance is reported for the eight 
months, as — $122,046,041 for the 
same period in 192 These figures rep- 
resent both group “and ordinary busi- 
ness. 


Hampton Joins American National 


W. J. Hampton, formerly with the 
Standard Life and the International Life 
of St. Louis, has been added to the 
home office staff of the American Na- 
tional Life of Galveston as an exec- 
utive in charge of the underwriting de- 
partment in the medical division. G. B. 
Whitten, formerly president of the 
Oklahoma Life, has joined the company 
in the accident and health division at 
the home offices. H. W. Benjamin is 
to become an executive in the treasury 
department of the company the middle 
of next month. 








CHICAGO FRIENDS HONOR 
DAVIS AND PATTERSON 


HUGH D. HART IS SPEAKER 





Stresses Need for Intelligent Agency 
Leadership in Large Scale Pro- 
duction 


The time and opportunity for large 
scale life insurance production through 
intelligent agency leadership has come, 
according to Hugh D. Hart, vice-presi- 
dent of the Penn Mutual Life. Mr. Hart 
gave his views on this question at the 
luncheon given by the life insurance 
men of Chicago on Wednesday of this 
week to Frank H. Davis and Alexander 
E. Patterson, both recent general agency 
acquisitions of the Penn Mutual. Mr. 
Hart said life insurance must get in step 
with the other big business enterprises 
of the country. He remarked that every 
important branch of American business 
is geared up to large scale production 
except life insurance, which has not kept 
pace with the trend of the county’s other 
major industries. He asserted that the 
time has come when numerous single 
agencies throughout the country will 
produce not $25,000,000 of business an- 
nually, but as much as $40,000,000 or 
$50,000,0. This will be accomplished, 
Mr. Hart predicted, through intelligent 
superior agency generalship. 


Agency Heads Need Broad Vision 


He stated that the agency heads of 
the future will be the men who have 
the big broad vision needed to build up 
any large enterprise. He said that life 
insurance companies from now on must 
give most careful attention to the selec- 
tion of agency leaders, because it is 
through the superior agency general that 
the large producing unit is to be built. 
He said that the big office manned by 
a large agency staff can operate more 
economically and give a better brand of 
service to the life insurance purchaser. 
Mr. Hart was very positive in his state- 
ment that the great growth of life in- 
surance in the future is to come through 
the upbuilding of large individual pro- 
ducing units which, he emphasized, must 
be headed by men of more than ordinary 
ability. 

Davis and Patterson Praised 


He referred to Mr. Davis and Mr. Pat- 
terson as being agency leaders of that 
type. Mr. Davis, as is well known, re- 
cently resigned as vice-president of the 
Equitable Life of New York to go with 
the Penn Mutual Chicago general 
agent, succeeding to the position relin- 
quished by Mr. Patterson, who goes to 
New York to become general agent of 
the Penn Mutual there. 


as 


Webb Presides at Luncheon 


The luncheon given to them this 
week was not under the auSpices of the 
Chicago Life Underwriters Association, 
but was sponsored by a special commit- 
tee. Walter E. Webb, vice-president 
of the National Life of U. S. A., pre- 
sided at the affair as chairman. Words 
of welcome and farewell were spoken 
to the guests of honor by Byron Howes, 
president of the Chicago association; 
Darby A. Day, manager of the Union 
Central; Dr. John A. Stevenson, the 
newly appointed home office general 
agent of the Penn Mutual and formerly 
vice-president of the Equitable of New 
York and Hugh D. Hart. A telegram 
was read from William A. Law, presi- 
dent of the Penn Mutual, who expressed 
his appreciation of the courtesy extended 
by the life insurance men of Chicago. 

Mr. Patterson and Mr. Davis both 
spoke feelingly of the demonstration of 
friendship accorded them. There were 
over 300 at the gathering which was a 
success from every standpoint. 











Insurance Stock 


Quotations 





HARLES SINCERE & CO., Chi- 


cago 


investment house, 


gives the 


oe ° stock quotations for insurance 


companies 


Stock 

Abr. Lincoln L. 
Aetna Cas..... 
Aetna Fire.... 
Aetna Life.... 
Agricult. Fire. 
Alliance 
Amer. ° 
Am. Cent. Life 
Amer., N. J... 
Automobile 
SN | ct.enes 
Cent. Life., Ill. 
Cent. States L. 
West Cas. 


Chgo. Nat. Life 
Col. Nat. Life. 
Coml. Cas..... 
Commonwealth 
Conn. Genl. L. 
Conserv., Ind.. 
Cont, Life, Ill.. 


Cont. Life, Mo. 
Cont. Cas. 
Cont. Fire.. 
Des Mo. L.&A 


Detroit F. & 8S. 
Detroit Life.. 
Detroit Nat. F. 


Farmers Nat. L. 


Federal Life.. 
Fidel. & Cas.. 
Fidel. & Dep.. 
Fidel. Phenix.. 
Fireman’s Fd. 
Firemen’ s, N.J. 
+t. Am. Indem. 
Gr. Am. Gire. 
Great Lakes... 
Hartford Fire. 
Home Fire.... 
Homestead F.. 
Imp. & Export. 
Indep. Indem.. 
Indep. Fire.... 
Inter-South. L. 
Kansas City L. 
Life Co., Va.. 
Linc. F., N. Y. 
Lloyds Pl. 
Manhattan L.. 
Md. Casualty. 
Metropol. Fire. 
Mo. State Life 
Montana Life. 
National Cas.. 
Natl. Fire.... 
Natl. Liberty.. 
N. World Life. 
i, Be Gs ccce 
Niagara Fire.. 
Northern St... 


N. Amer. Life. 
N. W. Nat. F. 
Ohio Nat. Life 


Old Colony L.. 
Old Line Life. 
Pac. Mutual.. 
Ae Amer. L.. 
Peoples Nat. F. 
» oria Life . 
Phoenix, Conn. 
Postal Life.... 
Preferred Acc. 
Presid. F. & M. 
Security Life.. 
Shenandoah L. 
st. P. F. & M. 
Southern Sur.. 
Springfield 

Stuyvesant 


Un. > 

UD. & Eahe..20. 
U.S. F. & G 
U. 8. a nada @ 
Wisc. Nat. Life 


100 


100 





Div. per 
r Bid Asked Share 
40 nae 6% 
1200 1240 2 
830 845 24 
880 890 2 
130 140 4 
75 79 2 
550 600 2 
sxe -». + 8.00 
28 29 1.00 
440 445 1% 
31% 33 .80 
45 55 1.60 
3 ; -90 
67 73 4% 
16  ‘asseee 
20 °. meeck 
400 os 7 
56 55 2 
700 oes 20 
1770 =1775 12&Ex 
10 [so 8 6. —eeses 
95 rT 1.60 
20 were 
74 76 1.60 
81 82 2.00 
9 os .30 
68 73 4 
150 175 6 
19 22 4% 
22 25 20% 
ass one 10 
192 198 2&Ex 
285 295 T&EX 
86 87 2 
115 120 5% 
46 48 2.20 
78 | «6[aaPee 
49 = is ew eee 
11 — 8 wasees 
820 840 20 
555 565 20 
44% 47% 60c 
86 90 4 
30 errr. 
19 23 6% 
5.65 5.75 06 
1100 1300 16 
820 850 18 
90 96 4.50 
265 280 16.2% 
180 --» 16.66 
159 165 4.50&Ex 
9 16 1 
100 102 1.20 
15 “* 8 
56 58 1.20 
1160 1185 20&Ex 
101 103 20% &Ex 
15 17 80 
100 103 4 
135 142 10 
2 16 64 
203 215 2015 
220 240 5° 
41 45 1.00 
12 ee .60 
38 ‘ 1515 
90 95 20 
32 35 1.20 
§2 64 1&Ex 
45 oe 16% 
815 830 20 
ose 50 
.60 
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38144 12% 
23 4 
3% 6 
2000 2100 95 
1630 1650 16 
40 es 1.20 
25 as  shpaee 
420 498 9& Ex 
110 125 1.20 
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FIDELITY MUTUAL MEN 
INSURE THEIR'LIVES 


(CONT'D FROM PRECEDING PAGE) 


cies, 
the 


San Francisco, 
leader whose 


some years ago, for 
cash premium settle- 


ments showed the highest percentage 0! 
increase during the preceding club vear, 
was awarded to Brooks: Logan of New 


York. 


This trophy becomes 


the per- 


manent possession of the man winning 
Mr. Logan now has two 


it three times. 


claims out of the essential three. 
Columbia, S. C., 


H. Jones, 


Carrol 
wound up the 


sessions of the convention with a most 
“What Have We Learned 
Here—What Will We Do With It?” 


talk, 


inspiring t 


Sharp Assistant Manager 


Officials 
have announc 


of the Missouri 


ed 


State Life 


the appointment of 


Robert Sharp as assistant manager 0! 
the company’s Detroit office. Mr. Sharp 
is well trained in the life insurance bus!- 


ness. 
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| AS SEEN 


FROM NEW YORK 


By C. C. NASH, JR. 





PLANS EUROPEAN TOUR 


Alexander E. Patterson is expected in 
New York to assume the leadership of 
a new Penn Mutual Life general agency 
about Nov. 1. Mr. Patterson, formerly 
with the Equitable Life ia Chicago and 
more recently general agent in Chicago 
for the Penn Mutual, is to open a new 
office for the company in Manhattan, 
adding to the already strong forces of 
that company in this city, now led by 
J. Elliott Hall and the McWilliam & 
Hyde offices. Before taking up his 
new duties, Mr. Patterson will make a 
trip to Europe, but he expects to be 
back and ready for his new duties by 
the first of November. 

* * * 


NOW IN NEW QUARTERS 


Another company turned over a new 
leaf in its history last week, the removal 
of the Manhattan Life into its new home 
office quarters being more than the mere 
exchange of quarters. In opening the 
new home office on Madison avenue at 
60th street last week, the company 
marked an important step in its prog- 
ress, for with this change have come 
many others in the details of operation 
that assure a greatly improved opera- 
tion. The new home office is the last 
word in modern buildings and of itself 
gives the company the best of modern 
facilities for underwriting. The former 
cramped quarters on Broadway were a 
handicap that was felt in the latter 
days of occupancy of the famous old 
downtown structure. And now most of 
the internal systems of handling every- 
day affairs of the company are being 
modernized and revitalized so that the 
company will now step forth in a new 
home office system as well as quarters. 
The result of the new order of things 
which President Lovejoy is bringing 
about is reflected in the company’s vol- 
ume of business. Last year the Man- 
hattan showed an increase of 43 percent 
in new business, in the face of general 
yusiness dullness, and this year present 
figures indicate that all records will be 
passed. 

e @ ¢ 

TO AGENCIES 
New York general 
gent for the State Mutual of Massa- 
chusetts, has been doing considerable 
speaking among the other local agencies 
n New York, addressing the Beers & 
DeLong agency last week and the Na- 
tional of Vermont the previous week. 
Mr, Pennell is a million dollar personal 
writer of many years’ standing, in addi- 
tion to the organizer of an agency which 
has sprung from well down the list to 
second place, threatening to take first 
place in the company ranks—all within 
ne months. Mr, Beers, who, like Mr. 


SPEAKS 


Frank Pennell, 


Pennell, is developing an aggressive of- | 


hee of full time producers only, ex- 
‘hanged courtesies, speaking before the 
State Mutual group the previous week. 
*e © 
ECHOES SALES IDEA 


_ Much has been heard of late among 


fe insurance speakers of the value, if 
t the necessity, of selling programs of 
msurance for definite purposes and not 
Policies of certain terms, and now the 
same thought seems to be echoing from 
In the current 
“Executives’ Service 


Seneral business. 
t the 


issue | 
Bulletin,” | 


issued by the Policyholders’ Service Bu- | 


teau of the Metropolitan Life, there is 
an article by Stephen I. Miller, execu- 
lve manager of the National Associa- 
ton of Credit Men, in which all busi- 
h€ss men are urged to sell goods in- 
stead of terms. Mr. Miller points to 
the extension of sales terms as one of 
the most vicious hangovers of the old 
fra of price cutting and cut-throat 
competition. He says, “The elimination 
o1 the evil presented by excessive grant- 
ng of terms would probably do a great 


— ee Nash ef the National ess: 





deal toward solving the problems of dis- 
tribution. 
unduly long credit privileges, would be 
lessened. Manufacturers and middle- 
men would sell just as much merchan- 
dise through fewer outlets, thereby low- 
ering the costs of selling and transpor- 
tation and giving themselves the bene- 
fit of the saving which might be divided 
with the consumer. Thus, from a 
broad economic point of view, it seems 
that business would be improved if only 
goods were sold and if excessive sales 
terms were taken out of stock.” 


a 
HALL FINDS BUSINESS GOOD 
J. Elliott Hall, New York general 


agent for the Penn Mutual Life, reports 


Surplus outlets, cut off from | 


that September business is continuing at | 


the pace enjoyed thus far this year and 
last year’s September total was passed 
in the third week of the month this 
vear. In the first eight months of this 
year, Mr. Hall’s agency exceeded last 
year’s eight months’ total by $5,000,000, 
so this will bring the year’s gain to still 
larger proportions. 





LIFE INSURANCE EDITION 


=| COMPANY NOW SURETY LIFE 


Western Protectve of Kansas City, Mo., 
Changes Its Name, Effective 
Oct. 1 


KANSAS CITY, MO., Sept. 27.—The 
Surety Life is the new name of the 
company formerly known as the West 
ern Protective Life of this city. The 
change in the name is effective Oct. 1. 
Officers of the company felt a change 
is desirable because the old name was 


too long, and was misleading to the 
extent that many people thought it was 
a detective agency. 

The Surety Life was organized in 


Kansas City in 1903. The present man- 
agement came in with the beginning of 
the year. F. A. Benson, formerly presi- 


dent, is chairman of the board; James 
S. Summers is president; T. E. Allen, 
vice-president, E. H. Wright, vice- 


president; W. Q. Church, treasurer; R. 
P. McGovern, secretary; F. Ashley Ben- 
son, assistant secretary, and A. J. Brun- 


| ner, assistant secretary. 


The company has a capital stock of 
$100,000 fully paid up. The insurance 
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in force is nearing the $3,000,000 mark. 
The Surety Life operates in Missouri 
and Kansas only. 


HAVE TWO NOTABLE SPEAKERS 


President Parkinson of Equitable and 
Harvey Weeks to Address New 
York Association 


NEW YORK, Sept. 27.—President 
Thomas I, Parkinson of the Equitable 
Life of New York and Harvey Weeks, 
Buffalo general agent for the Provident 
Mutual, will be the speakers before the 
first meeting of the season of the New 
York association, to be held Tuesday 
evening, Oct. 9. Fred P. McKenzie, 
executive manager of the association, 
states that Gustav Wuerth, the new 
president, has secured the entire pro- 
gram for the year and the tentative list 
of speakers assures one of the greatest 
seasons the association has had. 

At this first meeting, the New York 
life underwriters will have a double bill 
of unusual merit, for both Mr. Parkin- 


son and Mr. Weeks are well-known 
platform men. Mr. Parkinson will 
speak on “Life Insurance Thrills.” Mr. 


Weeks, who is now known nationally 
for his impressive talk given before the 








est premium rates. 


the last word. 
Our 


Our 
who SELL. 


NATIONAL LIFE INSURANCE CO. 
OF THE UNITED STATES OF AMERICA 


Established 1868 


Albert M. Johnson, Chairman of the Board 


Robert D. Lay, President 


Company growth the past twenty years reveals more than ordinary service 
to the policyholder and co-operation to the field organization. 


INSURANCE IN FORCE 


$ 48,000,000 
99,000,000 
300,000,000 


Complete up-to-the-minute policies—Modified Life—Complete Protection—Life 
and Endowments in all forms—Accident and Health—Old Age Income—Dou- 
ble Indemnity—Substandard—Total and Permanent Disability 


Our new life policy rider providing full coverage in “aerial” transportation is 
It will help you get business. 
agency contracts offer exceptional opportunities for large earnings. 


school for salesmen is short—practical—attracts and trains SALESMEN 


Write 


WALTER E. WEBB, VICE PRESIDENT 


Home Office 
29 South La Salle Street 
Chicago, Illinois 














ASSETS 

$ 8,000,000 
15,000,000 
54,000,000 


all at the low- 
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ILUNOIS LIFE INSURANCE CO 
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— 
JAMES W. STEVENS, Founder 


ILLINOIS 
KANSAS MICHIGAN 


In each one of these States we can offer some splendid 
territory. Either rural or urban. 


We offer three types of contracts. 


A district agency contract with liberal commis- 
sions and renewals— 


A district manager’s contract with part com- 
mission and part salary — 


A district manager’s contract on salary basis— 
In your letter please state the line of work in which you 


are now engaged and the contractual arrangement in 
which you would be interested. 


Let us help you make 1928 your most successful year. 


ILLINOIS 


KANSAS MICHIGAN 


Write to the 


Illinois Life Insurance Co. 


CHICAGO 


James W. Stevens, Founder 
Greatest Illinois Company 


1212 LAKE SHORE DRIVE 
The Illinois Life is The Dean of the Illinois Legal Reserve Companies 











National association convention in De- 
troit, will speak on life insurance sales- 
manship, presenting some _ valuable 
business getting ideas. 

President Wuerth will also anounce 
the new plans for the association at this 
meeting. 


PRUDENTIAL HAS NEW POLICY 
Is Refinement of Modified Life Form, 
With Some Revolutionary 
Features 





Preliminary announcement of a new 
policy form, revolutionary in its nature, 
is made by the Prudential, details of 
which will be published as soon as rates, 
values and terms have been entirely ap- 
proved by all departments. The new 
form will be a refinement of the modi- 
fied life form with which the Prudential 
pioneered a few years ago. It will be 
in effect a modified life form, but there 
will not be a doubling of the premium 
at the end of the preliminary period. 

This first low premium period is made 
three years instead of five, but the rate 
increase at that time will amount to 
only 20 percent instead of 100 percent 
as was the case of the old modified life 
form. The initial premium will be very 
low, offering a new low cost policy to 
serve the purposes of those seeking 
maximum protection at minimum orig- 
inal outlay. The policy will be par- 
ticipating at the end of the third year. 
Thus the entire contract will represent 
an unusually low cost proposition. 


KANSAS CITY MANAGERS 
ADOPT CODE OF ETHICS 





After considering the proposition for 
more than a year the General Agents 
& Managers Association of Kansas City 
has worked out an agreement, or code 
of ethics, for the purpose of bettering 
underwriting conditions in Kansas City 
and surrounding territory. The agree- 
ment has been submitted to practically 
al! general agents and managers in 
Kansas City, and approximately 75 per- 
cent of them have signed, indicating 
their sympathy and accord with the 
purposes of the association in its el- 
fort to better conditions. It is ex- 
pected that 90 percent of the general 
agents wiil sign. 

The executive committee of five, ap- 
pointed to handle any questions arising 
out of the application of the agreement 
is composed of the following general 
agents: Reed G. Hake, Bankers Life; 
Sam Pearson, Northwestern Mutual; W. 
B. Henderson, National Life of Ver- 
mont; A. D. Bonnifield, Union Central 
Life. and Paul R. Schweich, Lincoln 
National Life. 


PORTO RICAN LIFE AGENT 
REPORTS ON HURRICANE 





Officials of the Jefferson Standard 
Life have received the following letter 
from. Victor Braegger, manager for the 
company in Porto Rico. The letter 's 
dated Sept. 14: ; 

“You will no doubt have read in the 
newspapers that Porto Rico and the 
lesser Antilles have been visited by 4 
terrific hurricane. The storm started 
the evening of Sept. 12 and grew 1n i 
tensity all through the night, continuing 
all day yesterday, until this morning 
(Friday). The height of the storm was 
reached yesterday afternoon, the 13th, 
at 3:15, when it is calculated that the 
wind velocity reached from 125 to 150 
miles an hour according to weather bu- 
reau instruments. ; 

“At this hour of writing only a few 
of our employes have been able to come 
to this office, as all communications have 
been completely paralyzed. We " 
without light, telephone and telegraP”- 
The destruction to property and crops 
is tremendous, and I would not be - 
prised if it reached a figure betweet 
$25,000,000 and $50,000,000. Of cours® 
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in the face of such a calamity we simply 
must react the best we can and put 
renewed energies into all our efforts to 
bring things as rapidly as possible into 
normal channels. 

“I do not yet know how the storm will 
have affected our particular business, as 
it is doubtful whether we will have com- 


munications with the interior before 
next Monday.” ; 
Officials of the Jefferson Standard 


state that the company has operated in 
Porto Rico since 1924, It has a total 
of $1,275,000 of insurance in force on 
the lives of Porto Ricans. It has a 
Porto Rican agency force of 15 men, 
who have already produced more than 
$500,000 of new business this year. 








BELL GOES TO HOME OFFICE 


Becomes Assistant Superintendent of 
Agencies of State Mutual 
Life 


Clifford P. Bell has been appointed as- 
sistant superintendent of agencies by 
the State Mutual Life of Massachusetts 
at the home office. Mr. Bell is an ex- 
perienced field man, with several years’ 
experience as supervisor. He has been 
with General Agent Willing of the 
State Mutual in Philadelphia for the 
past several years and prior to that was 
supervisor in the home office agency 
of the Philadelphia Life. He will now 
work in collaboration with S. Ireland, 
superintendent of agencies, in the de- 
velopment of the agency organization, 
this giving Mr. Ireland two assistants 
for expansion work in the field. 





INTERNATIONAL LIFE 
HEARING ON OCT. 16 


Conway Elder, special master in the 
International Life federal receivership 
proceedings, having been selected by 
Federal Judge Albert L. Reeves to ad- 
judicate all claims against the company 
and its holding organization, the In- 
ternational Company of St. Louis, has 
announced that he will hold his first 
hearing Oct. 16 at his offices in the 
Boatman’s Bank Building, St. Louis. 

Massey Wilson, a former president of 
the International Life, and Ben C. 
Hyde, state superintendent of insur- 
ance for Missouri, are the federal re- 
ceivers for the two companies. All 
claims against the companies must be 
filed with Mr. Elder not later than Sept. 
1, 1929. 


MONTHLY SIGHT DRAFY 
REDUCES LAPSE RATIO 





The Central States Life’s home of- 
fice has made a very interesting survey 
of lapsed policies and has found that the 
use of the monthly sight draft plan of 
paying for life insurance has reduced 
lapsation to a surprisingly low mini- 
mum, being less than 10 percent. 
Agents who have been using the sight 
draft plan of selling insurance have 
maintained a 90 percent renewal ratio 
on such business. 





Dr. Huebner to Speak 


It is announced that Dr. S. S. Hueb- 
ner of Philadelphia will speak in an 
open forum meeting of the Indianapolis 
Chamber of Commerce Nov. 23 under 
the auspices of the insurance committee 
of that body. Every effort will be made 
to get out a large representative audi- 
€nce of insurance buyers for Dr. Hueb- 
ner as well as of insurance men. 





Seek American Life Convention 


A movement is on foot in Cincinnati 
to bring the American Life Convention 
be that city next year. The chamber 
of commerce has written the local com- 
Panies and has met with favorable re- 
Sponse. The American Life Convention 

as not held its annual meeting at Cin- 
cinnati since 1910, 
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Many Now Writing Aviation Risks 





(CONTINUED FROM PAGE 9) 


izing the practice as aviation has devel- 
oped. Now writes up to $10,000 ordi- 
nary 
passengers. 
x * * 
American Life of Detroit.—Since 1923 
has written aviation risks at a rating up, 


life and accepts both pilots and | 


both policy limits and extra rating vary- | 


ing with the risk involved. 
x * * 

American National, Tex.—This com- 
pany has never written regular aviation 
risks, although occasional risks in which 
aviation is a minor consideration have 
been accepted, with restrictive riders or 
extra premiums. 

. & © 

American Southern Life, La.—Is not 
now writing aviation risks, but is con- 
sidering doing so, 

> * 


Bankers National, N. J.—Was one of | 


the first to adopt the restricted hazard 
policy, issuing an amendment to the 
policy on aviation risks in states where 
this is permissible. The amendment pro- 
vides that if death occurs through par- 
ticipation in aviation in any form, such 
death shall not be a risk covered by 
the policy, and the limit of liability 
shall be the full reserve of the policy at 
the time of death. 
sé @ 





Brooklyn. National Life, N. Y.—Since | 


June of this year, has written a very 

limited aviation business, covering both 

pilots and passengers. 
eo 

California State Life—Has written 

up to $5,000 on both pilots and passen- 


gers, handling only occasional cases and | 


those by reinsurance. 
x 2 @ 
Canada Life.—Accepts both direct and 
reinsurance business on aviation 
with varying limits and varying rating 
up. Full regular limits at standard 
rates are granted those making only oc- 
casional flights. At the other extreme, 
there is a limit of $5,000 for members of 
aero clubs and regular pilots on com- 
mercial or air mail routes. The 


risks, | 


addi- | 


tional rate charged varies with the num- 


ber and nature of flights, the maximum 
rating being $25 per $1,000. Plane own- 
ers will not be considered. 

e ¢ 8 

Chicago National Life—Has not as- 
sumed such risks directly, reinsuring 
them, but is now considering a definite 
program which will be announced in a 
short time. 

i oe 

Columbus Mutual Life, O.—Began 
writing a limit of $2,000 on both pilots 
and passengers a year ago and has not 
developed much of this class of business. 

* * x 

Connecticut General Life——Does not 
accept risks for life insurance who are 
pilots, nor passengers who fly fre- 
quently. A person who might contem- 
plate a flight or two a year as a pas- 
senger would be accepted at regular 
rates. 

i 

Cosmopolitan Life, Kan.—Up to this 
time has not written any aviation risks, 
but is now considering writing aviators. 

* * * 

Des Moines Life & Annuity.—Recu- 
lar passengers are taken at standard 
rates and aviation risks are otherwise 
not written. 

>. 

Equitable Life, N. Y.—Began writing 
certain aviation risks in 1917 and this 
year liberalized its practice in connec- 
tion with passengers. Now persons 
who fly on regular routes will be ac- 
cepted at standard rates and for full 
limits, if the number of flights is small. 
There is a rating up for an increase in 
number of flights per year, varying from 
$2.50 per $1,000, limits varying with 


these extra ratings, with a limit of $2,000 
for cases requiring a rating of $25. 


| rule against them. 


Pilots will be written at a rating up of 
$25 for a limit of $2,000, providing they 
do no stunt or test flying, thus eliminat- 
ing army and navy flyers. Double in- 
demnity and disability are refused where 
an added premium is necessary. 

* * * 

Eureka-Maryland Assurance.— Deltinite 
plans for the writing of aviation risks 
by this company have not yet been 
completed. 

x & ©@ 

Gem City Life.—For three years has 
been writing aviation risks, both pilots 
and passengers, at a rating up of $25 
per $1,000. Policy limits of up to $10,- 
000 are issued, 

s 6 2 

Grange Life, Mich—Two years ago 
began writing policies with a limit of 
$2,500 on aviation risks, pilots being ac- 
cepted with a proper rating. 

se & 

Great Northern Life.—Has always ac- 
cepted aviation risks, subject to rein- 
surance. Limits vary from $2,500 to 
$10,000, pilots being accepted as well 
as passengers, 

ee 8 

Guaranty Life, Ia—wWrites aviation 
risks to a limited extent only. Has no 
set rules as yet for passengers and pilots 
are reinsured. 


_ 

Guardian Life, N. Y.—Reinsures avia- 
tion risks, not accepting such for its 
own account. 

x * * 


Home Life, N. Y.—July of this year 
began writing limited risks on passen- 
gers only. Four or five regular flights 
are considered as standard, and rates for 
greater flying vary from $2.50 to $25 
per $1,000 in addition to the manual, 
with a limit of $25,000 where a rating 
up is necessary. 

x* * * 

Home Life, Pa.—Has not yet written 
aviation risks. May issue permits to 
policyholders for occasional trips for 
business or pleasure under guidance of 
a licensed pilot. 

x * * 

Imperial Life, Canada.—Never had a 
Writes a maximum 
of $5,000, covering pilots as well as pas- 


| sengers, with a proper extra premium. 


x * &* 
John Hancock Mutual.—<Accepts pas- 
sengers at a rating up of $25, with a 


} limit of $10,000. 





x * * 


Judea Life.—Has always accepted avi- 
ation risks for reinsurance only, in lim- 
ited amounts. 

= 

Kansas City Life—Does not issue 
policies on men engaged in the opera- 
tion of aircraft or on men whose duties 
require them to fly frequently. With 
regard to persons using aircraft as a 
means of transportation, the company 
requires an agreement from them limit- 
ing the risk to return of premiums in 
all cases where it is indicated that they 
are quite frequent travelers by air. 

x * * 


Lamar Life, Miss—Does not write 
pilots, but will possibly accept passen- 
gers for a limited amount with an extra 
premium, 

* * * 

Lincoln National Life—Since 1922 
has been willing to accept freely both 
direct and reinsurance business on avia- 
tion risks, both pilots and passengers, 
up to a limit of $10,000. The experience 
has been satisfactory and a good volume 
has been put on. 

= a. 

Massachusetts Mutual Life.—Will ac- 
cept occasional passengers as standard 
risks, provided full information is given 
in the application. In March of this 
year it was decided to thus accept those 
using air travel only occasionally with 





15 


a licensed pilot. Those engaged in avia- 
tion work or using aircraft as regular 
transportation are excluded. 

a 

Midland National, §, D.—Since 1925 
has written up to $5,000 on both pilots 
and passengers, accepting pilots with an 
extra premium. 

* * 

Midwest Life, Neb.—Does not write 
aviation risks, but will probably rule to 
cover passengers on regular air lines 
between regular airports. 

* * * 


Missouri State Life—Has considered 
cases on their merits since 1925. Now 
accepts pilots with suitable rating as 
well as passengers, taking both direct 
and reinsurance business. The maxi- 
mum accepted is $10,000 on aviation 
cases. 

soe 


Mutual Benefit Life——Does not ac- 


cept risks who are engaged in flying 
more than two or three times in each 
year. Where occasional and infrequent 


flights are considered, they must be only 
in a plane of standard construction, 
properly inspected and operated by a 
licensed pilot over an established air- 
way. Does not consider those who con- 
template engaging in any way in the 
operation of an airplane, nor does the 
company look with favor on an appli- 
cation from the owner of a private plane. 
Those engaged in the manufacture of 
planes or parts are assumed to be in a 
position to fly more frequently than 
those not so engaged, and such risks 
would be considered only on the under- 
standing that no regular testing or fly- 
ing would be indulged in. If risks af- 
fected by aviation hazards are accepted, 
it would be at the ordinary rate of pre- 
mium, and thus only risks are accepted 
where the aviation hazard is small. 


Mutual Life of New York.—Since the 
middle of this year has aggressively en- 
tered the field of aviation insurance, 
seeking business within its underwriting 
rules. Each case is considered on its 
own merits and a rating up schedule is 
used in units of 50c per flight per $1,000, 
Up to and including four flights per year 
is considered standard, with a probable 
limit of $100,000, though no definite 
limit is set. Disability may be granted 
in rare cases where the rating up is less 
than $5. The rating up schedule gives 
an added premium of $2.50 for five 
flights, $5 for six to ten flights, $7.50 
for 11 to 15 flights and $10 for 16 to 20 
flights. With pilots the method is the 
same, but the rate is $1 per $1,000 per 
flight, with a minimum rate of $10, with 
a limit of $25,000 in such cases. Reg: 
ular full-time pilots and passengers who 
fly extremely frequently are excluded, 
pilot-owners being accepted under the 
rules given, 

* * * 
Mutual Trust Life, Ill—Aviators are 
not considered, but passengers are ac- 
cepted at varying rates. Occasional 
flights with responsible pilots and re- 
liable craft would not require a rating. 
Those flying from one to six times a 
year under such conditions are classed 
as standard risks, each case being con- 
sidered on its merits. For more fre- 
quent flying, rating up varies from 
standard to $25 per $1,000, with amounts 
reduced as extra premiums increase, the 
minimum being $2,000.for the most haz- 
ardous class accented. 
SS 

National Fidelity Life, Mo.—Will give 
licensed pilots flying over regularly es- 
tablished airways special consideration 
if they apply for life insurance only. 

x* x * 


National Life, Vt—Very infrequent 
flights considered at standard rates, 
others not being considered. 

** * 


National Savings Life, Kan.—Since 
1926 has accepted aviation risks. sub- 
ject to reinsurance. Limits usually not 
to exceed $5,000. Licensed commercial 
pilots are accented, but not testers or 
stunt fivers. Heavy rating up is re- 
quired for pilots. 


** * 
New England Mutual Life.—Consid- 























ers infrequent flights at standard rates, 
others being declined. 
x * * 


New York Life.—Accepts commercial 
aviators on duly licensed planes on rec- 
ognized routes at an extra premium of 
$25 per $1,000 for a maximum of $2,500. 
Does not take unlicensed pilots or 
licensed pilots doing stunts. Men who 
own their own planes and use a pilot 
are charged from $15 to $25 per $1,000 
extra, Men who use planes of recog- 
nized lines on pleasure or business are 
granted policies without extra premium 
for a moderate amount, if they use the 
planes seldom, while those who use 
planes quite frequently may be charged 
$15 per $1,000 extra. A slight revision 
in plans is now under consideration and 
may be announced in a month or so. 


North American Reassurance.—Does 
a reinsurance business only and has ac- 
cepted aviation risks since 1925. Both 
pilots and passengers are accepted and 
policies of up te $50,000 are reinsured. 
The company covers the entire conti- 
nental territory of the United States 
and does a large ‘»usiness of this nature, 
a regular increase in accommodations 
being contemplated in accordance with 
the development of business necessities. 

e ¢ © 


Northwestern Mutual Life.—This year 
the company removed from its policies 








plane will not be considered, nor will 
persons who fly regularly as passengers. 
The company will not accept pilots, 
mechanicians, ground service men or 
those connected in any way with the 
operation of a plane, nor those who in- 
dulge in stunt flying or ride in motion 
picture or commercial advertising planes. 


ens 2 
Occidental Life, N. C_—Does not now 
accept aviation risks. A definite pro- 


gram is now under consideration, but is 
not yet ready for publication. 
x * x 


Ohio National Life.—Since the first 
of this year has accepted both pilots and 
passengers for amounts up to $5,000, 
without disability or double indemnity. 
Risks are put through a special under- 
writing office, and only licensed pilots 
covering a licensed Commercial route 
are considered. 

x * 

Pacific Mutual Life——Up to the pres- 
ent time the company has ruled that it 
will not accept under any conditions 
those who may be classed as profes- 
sional aviators. This group is construed 
to include army and navy officers en- 





consideration is given those who fre- 
quently travel by air as passengers and 
also to those who are employed in the 
capacity of officers or employes of air- 
craft concerns and who travel by air 
but do not operate machines. Wher- 
ever life insurance is granted this last 
group, substantial ratings are added to 
the regular premium to cover the hazard 
involved and only limited amounts of 
insurance are issued. The field is being 
closely watched and practices will be 
changed as aviation development war- 
rants. 
* 2 ¢ 

Pan-American Life.—Since the first 
of the year has accepted aviation risks 
in limited amounts, pilots being accepted 
with rating up of from $35 to $50 per 
$1,000. 

e © © 

Penn Mutual Life.—Considers aviation 
risks only when conditions are such that 
they may be accepted at standard rates. 
Thus occasional passengers are accepted 
at standard rates. In a few states where 
such limitation is permissible other 
risks are accepted by limiting the lia- 
bility to death from causes other than 
aviation. The rapid development of 
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Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
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UNION LIFE 
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DES MOINES, IOWA 


TO LIFE INSURANCE SALESMEN 


Who Are Looking for Top 
General Agency Contracts 


If you want a money-making con- 
nection, if you want a full and 
complete line of policies from 
ages 0 to 60—it will pay you to 


We have splendid openings avail- 
able particularly in the following 


states: 
Kansas Missouri 
Nebraska Ohio 
Pennsylvania Arkansas 
Mississippi Alabama 


Write us for full details. 


our general agency 
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the aviation exclusion clause covering | gaged in the air branches of the service, | aviation is being watched and future 
first year deaths and now accepts oc- | commercial flyers and air mail pilots. | practices may change accordingly. 
casional passengers at standard rates. | In the case of pilots not falling under x * x 
Risks who contemplate becoming in any these classifications, each applicant. is Peoria Life, IlL—Since 1925 has writ- 
way engaged in the operation of an air- | considered on his own merits. Similar ten aviation risks with limits of from 


$10,000 to $25,000, both pilots and pas- 
sengers being accepted. 
* 2 6 

Philadelphia Life.—Occasional cases 
accepted first in the spring of this year. 
The customary limit is $1,000 or $2,000, 
depending on the hazard, and a larger 
line may be written, depending on rein- 
surance facilities. Pilots are accepted, 
except army, navy, marine, stunt and 
unlicensed pilots. Mortality experience 
is being watched and future changes, 
accordingly. 

s$ ¢ # 

Phoenix Mutual Life—Very infre- 
quently flying would be considered for 
passengers only, rates varying from 
standard to a rating up of $20 per $1,000, 
Policy limits also vary with the hazard. 

*x* * * 

Protective Life, Ala—Has never ac- 
cepted an aviator, but has no rules 
against it. 

ee @ 

Provident Mutual Life—Has never 
declined applicants on account of occa- 
sional flights and now accepts persons 
taking not more than six flights per year 
over regular established commercial 
lines as standard. Pilots are not ac- 
cepted. Regular limits of life insurance 
are in force for these cases accepted. 

*x* * x 

Prudential— Was one of the pioneers 
in the field, writing government aviators 
in 1917, with a limit of $2,000 and a 
rating of “hazardous.” Now writes 
pilots in government service up to a 
limit of $10,000, rating up of $25 being 
charged. Occasional passengers are ac- 
cepted as standard, though rating up of 
$5 to $10 per $1,000 is required in many 
cases. Both direct and reinsurance bus- 
iness is accepted within these rules. 

x“ » 

Register Life, Ia.—Occasional flights 
treated as standard, without rating up, 
though disability and double indemnity 
do not cover for aviation risks. Rating 
up would be required for more frequent 
flying as passengers or pilots, informa- 
tion in application and credit reports 
guiding the rating. It is recognized that 
no business could be secured if a single 
flight or so were to be the basis of re- 
jection or rating up, so these cases are 
considered as standard. 

* -¢& 2 

St. Louis Mutual Life—This year has 
undertaken to write aviation risks, with 
no definite limit, a very meager amount 
being written as an accommodation to 
agents. 

* ok x 

Sentinel Life, Mo. tains none di- 
rect, but issues policies on both pilots 
and passengers up to the limit of rein- 
surance available. 





* x 
Shenandoah Life, Va.—Writes avia- 
tion risks in limited amounts at a rat- 
ing up. 
x * * 
S. C.—Reinsures 


Southeastern Life, 
aviation hazards. 
* 


applications covering 
* @ 


Southern States Life, Ga.—Attaches 
a rider to policies limiting the liability 
to the amount of the attained reserve, 
should insured’s death be due to flying 
or any other cause growing out of the 
hazards of aviation. 

* * 

Southland Life, Tex. —This year be- 
gan to accept passengers only with the 
usual limits. 

*x* * * 

Springfield Life, Ill—Has no definite 
rules, each applicant being considered on 
his merits. No extra charge has been 
made for occasional trips as passengers 
over established routes, though, where 
the trips are more often than four oF 
five times a month, a flat extra charge 
of from $10 to $25 per $1,000 is charged. 
Military flyers or stunt flyers are not ac- 
cepted, but applications from licensed 
pilots over established routes are com 
sidered, with a maximum retention of 
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$10,000. Disability and double indem- 
nity are not granted. 
* * * 

Metropolitan Life.—Writes without 
extra premium persons who make oc- 
casional flights as fare paying passen- 
gers in commercial airplanes. No other 
aviation risks are written. The company 
has been endeavoring for some time to 
secure permission from the New York 
insurance department to write a re- 
stricted form to exclude aviation hazards 
from the regular policy and thus permit 
all, pilots included, to secure life insur- 
ance for all other causes of death, but 
thus far the department has refused 
this permission. The case is now in the 
courts and may be decided at the fall 
term. 

x * * 

Sun Life of Canada.—Cases are con- 
sidered on their merits and no definite 
schedule of underwriting is yet drawn 
up. Terms vary from standard rates 
without restriction in the case of the 
business man who may make a rare hap- 
hazard flight as passenger, to a rating 
up of $25 or $30 per $1,000 for the inde- 
pendent pilot engaged professionally full 
time. The extra premium is determined 
according to individual circumstances. 
In the case of passengers, up to six 
fights would be standard and more than 
six flights would require a rating of $5 
to $10, the maximum issued with a rating 
being $10,000. Owner-pilots are treated 
as pilots, with a rating up of $10 to $25 
and a limit of $5,000, possibly up to 
$10,000. 

x * * 

Travelers.—Occasional flights as pas- 
sengers are considered as standard, with 
a probable limit of $25,000. Amounts are 
reduced for more frequent flights. Other 
cases require a rating up varying up to 
$50, the latter applying to owner-pilots. 
The Travelers companies offer a com- 
plete aviation coverage of all lines—fire, 
casualty and life. 

xk * * 

Union Central Life.—This year began 
to accept pilots and passengers under 
certain restrictions as to rates and 
amounts. For passengers making not 
more than five flights per year, standard 
rates and a limit of $50,000 apply. For 
six to 10 flights, there is a rating of $5 
and a limit of $25,000; for 11 to 20 
fights, a rating up of $7.50 and a limit 
ot $15,000; for 20 to 50 flights, a rating 
up of $15 and a limit of $10,000; for 
more than 50 flights, a rating up of $25 
and a limit of $10,000. Passengers or 
pilots in wooden fuselage planes are de- 


clined. Pilots are accepted, with a pro- 
vision that they habitually wear para- 
chutes, with extra premiums varying 


from $10 for licensed private or trans- 
port planes doing passenger flying only, 
to $25 for licensed commercial or gov- 
ernment flyers. Limits vary from $5,000 
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in the higher ratings to $10,000 in the 
lower ratings. In all cases, unlicensed 
pilots, test or stunt pilots, army, navy 
or marine pilots and aerial photogra- 
phers are declined. Disability and dou- 
ble indemnity are not issued, except that 
waiven of premium is granted the occa- 
sional passengers who do not require 
a rating up. 
& «6 & 

United States Life——One of the pio- 
neers in aviation insurance and operating 
its underwriting of aviation risks 
through the aviation office of Barber & 
Baldwin. Rates vary from standard in 
the case of occasional passengers to $25 
per $1,000 additional in the case of cer- 
tain pilots accepted. Both pilots and 


passengers are accepted and policy lim- | 


its of $50,000 are required in those cases 
where rating up is necessary. All avia- 
tion risks of all classes are 
and judged on their merits by the under- 
writing office, rates and limits being 
granted according to the merits of the 
case. 

a 

Volunteer State Life—This year be- 

gan to accept aviation risks, both pilot 
and passengers, with no set 
limits, each case being rated on its 
merits, 

a? 


West Coast Life.—For three years has | 


been writing pilots and passengers. For 
passengers making less than five flights 


per year there is no restriction as to | 
amount or rate, but for pilots there is a | 


limit of $2,000, with a rating up. Only 

pilots with well organized companies 

handling passenger traffic are consid- 

ered. Field is being closely watched 

and more definite rules will be promul- 

gated when definite fieurgs are available. 
* * 

Western States Sits, Adens a year 
ago began to accept passengers and 
some select pilots, mail and army pilots 
being declined. No definite limits are 
set. 


(CONTINUED FROM PAGE 3) 
ney of national recognition before as- 
suming these new duties, Mr. Hull has 
a platform ability which has made him 
an outstanding figure among life under- 
writers in very short order. He is a 
gifted orator and his commanding ap- 
pearance, combined with his 
engineer facts and figures for the con- 
sumption of the layman, quickly put him 





considered | 


rules of | 


ability to | 


in demand as a speaker throughout the | 


country. Last year he visited practically 
every section of the country and greatly 
strengthened the prestige of the asso- 
ciation in the field, as well as relieving 


the association president of much of the | 


traveling which had _ been 
prior to his appointment. 
Everett M. Ensign is one of the fa- 
miliar figures in association activities, 
having been executive secretary 
years. He was one of the pioneers in 
the organization and guided it through 
its formative days. Mr. Ensign stood 
at the helm with the officers and trus- 
tees during the troublesome days of es- 
tablishment, growth and expansion, and 
his services have been keenly appre- | 
ciated. He is not only 


necessary 


for his close association with them, but 
he is known to all throughout the field 
as editor of the “Asociation News,” the 
official organ of the national body. He 
has served the association loyally and 
capably for many years and worked 
hand in hand with its founders in carry- 
ing out its objectives and purposes. 

Mr. Ensign has suffered a keen loss 
this week in the death of his wife, who 
had been seriously ill and facing death 
for many weeks. The sympathy of his 
co-workers is being extended to him. 


Agency Convention Scheduled 


An agency convention of the Farm- 
ers National Life will be held in Chi- 
cago Feb. 6-8, 1929. Dr. Charles J. 
Rockwell, head of the Rockwell school 
and editor of the “Insurance Sales- 
man,” will be the principal attraction 
at the conference. 
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known to those | 
| who have been active in association work 



































Half of the field man’s 
upon his management. 


Telephone STAte 5203 
The Union Central Life Insurance Co. 


for 


Fifteen Thousand Dollars 


Why? 


Because: 


We offer the best of service— 
The most liberal underwriting— 
(Only 3 
Liberal substandard ratings— 
Low premium rates— 

Big dividends— 

Practically no lapses— 


We shall be glad to have you call or 


communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 


Cincinnati, Ohio 


| DAY-O-GRAM 


Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


Sixteen Million Three Hundred and 


on the lives of Chicagoans during the first eight 
months of this year. 


o declined business to date ) 


success depends 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 
of success. 


CHICAGO 
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Big Place for Business Insurance 


Wirx the education of life agents con- 
cerning the possibilities of writing busi- 
ness life insurance there has been a con- 
siderable literature on the subject pro- 
duced. Agents that are alert, up-to-date 
and forward looking are always inter- 
ested in any avenue that will enlarge 
their service and increase their earning 
capacity. 

There has now been no little expe- 
rience in writing business life insurance. 
Agents have found it difficult to interest 
the large corporations because usually 
they have considerable surplus, provide 
a sinking fund and their stock may not 
be closely held. 

Agents agree that the most desirable 
field for business insurance is with the 
smaller enterprises where two or a 
small group of men practically own the 
business. The death of any one of them 
would affect vitally the ownership of the 
institution. While the man was alive 
and active in the work those associated 
with him were willing to put forth every 
effort to make a success. With his own- 
ership passing to other hands an em- 
barrassing situation most likely would 
arise unless provision had been made 
through life insurance to purchase it. 
Unless a man has a son who is accepta- 
ble to thé management coming on to 
succeed him in business, family owner- 
ship might cause much disturbance. 

In case of a large corporation stock 
ownership is not such a vital factor. In 
a small enterprise it is. Men grow up 
with an institution and as long as the 
few partners or stockholders are living 
and active, the work progresses smoothly 
and successfully. Let death come and 
an entirely new factor is injected into 
the enterprise. An estate therefore gets 
hold of a proprietary interest in a busi- 
ness. Probably the widow becomes then 
an owner. She is unacquainted with the 


When One Says 


AtFreD G. Borden, vice-president of 
the Egurrasre Lire of New York, in a 
recent address coined an interesting 
aragraph that deserves passing on. It 
.6 especially interesting in view of its 
application to a life insurance prospect. 
Mr. Borden said: 

“When a diplomat says ‘no,’ he may 
wean ‘maybe.’ When he says ‘maybe’ 
he may mean ‘yes,’ but if he says ‘yes’ 
he ‘vu’t.a diplomat. When a man asks 


business, makes unreasonable demands, 
puts a high price on her holdings and 
may cause the other owners no end of 
trouble. Trust companies in adminis- 
tering an estate of this kind always ap- 
preciate life insurance provided to pur- 
chase the interest. 

Where trust companies have had to 
dispose of closely held stock in a small 
or medium sized enterprise they find 
themselves confronted with problems. 
The remaining partners may not have 
the funds sufficient to purchase the in- 
terest of the deceased owner. They may 
be cramped to carry on the business. If 
the trust company attempts to sell it to 
some outside person it finds the accepta- 
ble buyers exceedingly limited. Where 
an ownership is a controlling one, the 
problem before the remaining owners 
and their associates or estate is difficult 
unless there is some fund provided to 
take care of the interest of the deceased. 

It can be seen therefore that there is 
a big field for business life insurance in 
this direction. In case of large corpo- 
rations the only appeal to them that 
would be attractive would concern some 
very desirable expert connected with the 
business whose place it might be diffi- 
cult to fill. Even these cases are rather 
remote. As the size of an institution 
dwindles the function of life insurance 
is increasingly attractive. It would pay 
life insurance men to study these small 
business enterprises in their community. 
When it comes to the larger concerns, 
a life insurance man would have to know 
considerable about the business itself in 
order to make a recommendation that 
would be practical and would strike the 
management as desirable. In case of 
smaller enterprises the big appeal is to 
provide a fund to take care of the inter- 
est of any owner in the event of his 
death. 


e¢ Yes’’ or **No’’ 


a lady if she wants a lift and she says 
‘no’ she may mean ‘maybe.’ If she says 
‘maybe’ she may mean ‘yes,’ but if she 
says ‘yes’ she isn’t a lady. If a life in- 
surance prospect says ‘no’ he may mean 
‘maybe,’ and if he says ‘maybe’ he may 
mean ‘yes,’ but if he says ‘yes’ he prob- 
ably has a heart murmur.” 





“Do it now. There never will be any 
more time.” 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 








President David S. Dickenson of the 
Security Mutual Life of Binghamton 
has returned from a vacation trip in 
western and northwestern Canada. He 
was accompanied by Mrs. Dickenson on 
visits to Banff, Lake Louise, Dawson, 
Skagway, Vancouver and various other 
points of interest. The tour lasted six 
weeks. 

H. G. Scott, senior vice-president and 
secretary of the Reliance Life of Pitts- 
burgh, cut the 145-pound watermelon 
sent to the home office by John 
Greene, supervisor of the Arkansas de- 
partment at Little Rock, in connection 
with the recent attainment of $400,000- 
000 life insurance in force. The melon, 
grown in Hope, Ark., measured 53 
inches around the middle and 62 inches 
around the ends. It was a big mouth- 
ful for Mr. Scott. 

S. E. Allison, vice-president and actu- 
ary of the Pan-American Life, has just 
returned from a trip to Panama, Costa 
Rica and Cuba. Mr. Allison visited the 
company’s agency in Panama, in charge 
of H. T. Boone, and that in Havana, in 
charge of J. T. Bruton. 

One of Atlanta’s most interesting in- 
surance agents is Mrs. Kitty L. Mau- 
gham, who has been appointed special 
agent of the Sun Life of Canada. 

Mrs. Maugham, who comes from a 
family of Scotch Highlanders, has seen 
members of her immediate family away 
to three wars, and served in one war 
herself. Her introduction to the World 
War came when Germans dropped a 
bomb into a garden in which she was 
playing. The other children were killed, 
and she escaped only by a miracle. 

Later she served in the ambulance 
corps. In this service she was under 
fire for eight months, driving on an 
average 150 miles a day. Once she was 
at the wheel for 56 hours without rest, 
and her usual work-day lasted from 6 
a. m. to 10 p. m, 

Mrs. Maugham ranked as a sergeant 
major in the 206th company, Army 
Service Corps. She was wounded and 
gassed, and is one of the few women to 
wear the croix du guerre with silver 
palms, indicating exceptional bravery. 

- 

Dr. C. E. Albright, Milwaukee, special 
agent for the Northwestern Mutual Life 
and one of the largest producers of life 
insurance in the country, has been 
reelected president of the Country 
Club of Oconomowoc, Wis. 

L. G. Saunders, supervisor for the 
Lincoln National Life in northern Cali- 
fornia, has announced his resignation. 
Mr. Saunders will become associated 
with Dr. John A. Stevenson of the home 
office agency of the Penn Mutual Life 
at Philadelphia. Mr. Saunders is well 
known in insurance circles in the east 
and was at one time a lecturer in Dr. 
Stevenson’s classes at Carnegie Tech. 


Robert G. Richards, agency secretary 
of the Atlantic Life, following a pleas- 
ant and well earned vacation spent at 
Kennebunk, Me., is back on the job. 
Upon his return he was notified that 
he had been elected secretary-treasurer 
of the Richmond Advertising Club in his 
absence. 


Clarence C. Miller, for many years 
well known in Boston insurance circles 
as the general agent of the Penn Mu- 
tual Life, died at his home in Winches- 
ter, following an illness which had ex- 
tended over the past two or three years. 


.Although afflicted Mr. Miller had been 
able to get out to insurance gatherings 


and attend to his personal business until 


“within a short time. 


Clarence C. Miller was born in Provi- 
dence, R. I., 51 years ago. He entered 
the Boston office of the National Life 





of Vermont in 1896. In 1915 he assumed 
the general agency of the Penn Mutual 
and continued it for many years, be- 
coming associate general agent when 
the agency came under the management 
of Stanford Wright more recently. Mr. 
Miller was elected to the presidency of 
the Boston Life Underwriters Associa- 
tion in 1917. 

Miss Alberta Allen, a special agent 
for the Massachusetts Mutual Life in 
St. Louis, has been selected as chair- 
man of a group known as the “Busi- 
ness and Professional Women’s Smith- 
for-President Club of St. Louis.” 


Ralph H. Rice, Jr., son of Ralph H. 
Rise, president of the National Fidel- 
ity Life of Kansas City, is now con- 
nected with the company. He is learn- 
ing the business from the ground up, 
working in the various departments in 
the home office and also doing some 
work in the field. Young Rice is a grad- 
uate of the University of Pennsylvania. 

M. N. Hatcher of Fargo, N. D., state 
agent for the Great West Life of Win- 
nipeg, has been appointed vice-chair- 
man for the state of the Hoover-Curtis 
Salesmen’s Prosperity League. Mr. 
Hatcher has been a life long Democrat. 

James P. Graham, Jr., Brooklyn gen- 
eral agent for the Aetna Life, and his 
wife were called home from the com- 
pany’s managerial conference at Quebec 
last week by the death of her brother. 


Mrs. Clarence A. Wray, wife of the 
Philadelphia general agent of the Home 
Life of New York, died last week at 
Beach Haven, N. J. 


Claude A. Carr, assistant manager of 
the Canada Life’s North Ohio branch, 
and Mrs. Carr are in Europe on a 
holiday. 

Sixty years of continuous service with 
the Connecticut General Life have just 
been completed by Edward B. Peck, as- 
sistant secretary. Upon this anniver- 
sary he received many gifts of flowers 
from his friends and associates, and 2 
watch, given by the company at the 
suggestion of the board of directors. 

Mr. Peck was born in Galveston, Tex. 
in 1840. In 1868 he moved to Hartford 
where he became cashier and accountant 
for the Connecticut General. In 188 
he was made assistant secretary, an of- 
fice he has held ever since. 


W. Rolla Wilson, former vice-pres- 
dent and agency director of the North 
western National Life and more recently 
vice-president of the Central Life 
Illinois, has returned to Minneapolis 
northwest agency director of the Olé 
Line Life of Milwaukee. He has takes 
offices in the T’ orpe building. 


Jack McAlexander, for many years 
connected with the Mutual Life of New 
York in its Arkansas office and latef 
joining the Bankers National Life in st 
Chicago office as cashier, has been trans 
ferred to the home office of the Bankers 
National Life of Jacksonville, Fla. ™ 
the same capacity, reporting for duty 
there about Oct. 1. Mr. McAlexandet 
has had a long and varied experience ® 
the life insurance business and in t 
Jacksonville office will be an assistant 
Elder A. Porter, vice-president 
actuary. 


The State Mutnal Life announces the 
appointment of Clifford P. Bell as %&* 
sistant superintendent of agencies. ™* 
has had considerable life insurance 
perience, having for the last sever 
years been connected with the Philad 
phia agency. This gives Superintendet 
of Agencies Stephen Ireland two assis 
ants, the other being James H. Eteso™ 
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Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
erm way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and _ send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


Name 


eeeeeeeee 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 


Chicago 
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Burns E. Derflinger Made General 
Agent by Manhattan Life—Ex- 
perienced in Agency Building 





The Manhattan Life has announced 
the appointment of Burns E. Derflinger 
as general agent in Philadelphia and 
vicinity. 

Mr. Derflinger has had over six years 
of successful supervisory and managerial 
experience in agency building. Mr. 
Derflinger’s first connection was with 
the Shenandoah Life of Roanoke, Va. 
After leaving the Shenandoah Life, Mr. 
Derflinger was connected with the 
Philadelphia Life as manager of the 
home office agency. Mr. Derflinger left 
the Philadelphia Life to become vice- 
president of the Maguire-Derflinger 
Company of 1611 Walnut street, Phila- 
delphia, and resigned his position as 
vice-president of that company to be- 
cane general agent for the Manhattan 

ife, 





Ernest R. Gray 


The appointment of Ernest R. Gray 
as assistant manager of the Des Moines 
agency is announced by James C. Clapp, 
Iowa manager for Prudential. Mr. 
Gray was connected with the Des 
Moines “Capital” for several years and 
was advertising director at the time it 
was merged with the “Evening Trib- 
une.” For the last year and a half, he 








has been advertising manager of the 
“Ohio State Journal,” Columbus, O., 
from which he has just resigned. He 
has been a Des Moines resident nearly 
20 vears. 

Mr. Gray will have offices on the 13th | 
floor of the Equitable building and will 
be responsible for production in Des 
Moines. He will take up his work at 
once. | 


Floyd E. Wertz 


Floyd E. Wertz has been ap;ointed | 
manager of the Shelbyville, Ind. district | 
office of the Missouri State Life, accord- 
ing to S. C. Martin, Indiana state man- | 
ager. 








E. R. Erickson 


Edwin R. Erickson has become gen- | 
eral agent of the John Hancock Mutual | 
Life in St. Paul, succeeding John J. 
Bullis, resigned. Mr. Bullis, who has 
been general agent for several years, 
will retain his connection with the com- 
pany but will give up the responsibili- 
ties of active management. The St. Paul 
territory includes southern Minnesota. 


Spencer S. Dodd | 


Spencer S. Dodd has resigned, effec- 
tive Oct. 1, as general agent for the 
Berkshire Life in Boston. On that date 
he will announce his future plans. 








Houston & Houston 


The firm of Houston & Houston, 
with headquarters at San Antonio, Tex., 
has been appointed state field organizer 
for the Old Line Life. 





Ontario Equitable Changes 


The Ontario Equitable Life & Acci- 
dent of Waterloo, Ont., has announced 
the following agency appointments: 

Charles H. Kepkay is appointed dis- 
trict manager at London, Ont. Mr. 
Kepkay was formerly connected with 
the company and later became super- 
i for the London Life at Stratford, 

Int. 

S: V. Freeman of Halifax will be man- 
ager for the maritime provinces, with 
headquarters at Moncton, N. B. Mr. 
Freeman is an experienced insurance 
man and was also formerly connected 








with the company. 
D 


H. Swartz of Detroit, formerly 








FIFTEEN FINE FACTS 


1. NO OTHER COMPANY has higher grade assets. 

2. Writes policies from age one day to age 65. 

3. No death claim has ever been contested or com- 
promised. 

4. Paid-up additions.and all policies participate in 
earnings. 


wm 


ONLY 17% of all life companies paid more to policy- 
holders last year. 

6. Interest earnings average 5.8% as compared with 
5% earned by most companies. 


NI 


The Midland pays 5% on policy proceeds and 434% 
on dividends left to accumulate at interest. 

8. NO OTHER COMPANY writing income disability 
and annuities has furnished the public with lower 
net rates on whole life policies. 


9. ONLY 18% of all companies have as much ordinary 
life insurance in force and only 14% gained as much 
new business in force in 1927. 

10. ONLY 28% of the 380 LEGAL RESERVE LIFE 
COMPANIES in the United States are as old as the 
Midland Mutual Life Insurance Company. 

11. Three extra dividends have been paid policyholders 
since July 1, 1924, in addition to the regular schedule 
of dividends now being paid. 

12. Only the Midland and three other life companies 
have paid their policyholders more dividends an- 
nually than the total of their death claims each year 
since 1920. : 

13. Monthly disability payments are made in advance 
instead of at the end of the month, and dividends are 
paid in cash to the insured on premiums waived 
while insured is disabled. 

14. Full reserve available for loan or paid-up insurance 
the second and subsequent years with the privilege 
of changing to higher premium forms at any time 
after five years by paying difference in cash values 
only—not difference in premiums plus 6% com- 
pound interest usually required. 


GROWTH: 


— 
uw 


INSURANCE 


YEAR ASSETS IN FORCE 
A $ 274,432.39 $ 3,063,575 
ee 3,311,483.09 26,433,375 
October, 1928.. 16,000,000.00 98,000,000 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 

























20 


THE NATIONAL 


UNDERWRITER 





September 28, 1928 


—— . 








— 


of the Equitable Life of Iowa, becomes 
general agent at Niagara Falls, Ont. 


American National Appointments 


Z. H. ‘Hughes of St. Louis has been 
appointed manager for greater St. Louis 
and southern Illinois by the American 
National of Galveston. Mr. Hughes has 
a large agency aggregation which has 
been operating under him for a long 
time. 

The company has also established an 
agency at Memphis which will cover 
the western Tennessee, northern Mis- 
sissippi and adjacent* territory in Ar- 
kansas. At the present time the agency 
is under the supervision of Agency Su- 
pervisor Frank Menas until a manager 
can be selected to cover the personnel 
of the agency originally organized by 
T. J. McReynolds, Jr. Mr. McRey- 
nolds has been transferred to the Hous- 
ton, Tex., branch office as manager. 


Bankers National Changes 


Joseph A. Michaud, formerly with the 
Union Central Life, has been appointed 
general agent for the Bankers National 
Life of New Jersey at Van Buren, Me. 
Alfred W. Ingalls of Madison, Me., is 
dissolving a general insurance agency 
he has been operating, to take over that 
territory for the Bankers National. 
Howard H. Marks has been appointed 





special agent for the company in Hunt- 
ington, W. Va., joining that company 
after some years experience in the field, 
during which he has been a large writer. 
Wilfred H. Corriveau has taken over 
the territory adjacent to Caribou, Me., 
for the company. 





James F. Egan 


James F. Egan has been named Texas 
state manager for the Atlantic Life of 
Richmond. The company has _ been 
licensed in Texas for some time and has 
just opened its state headquarters in 
the Santa Fe building at Dallas. Mr. 
Egan has been in the insurance business 
for a number of years. 


Earl P. Southard 


Earl P. Southard has been appointed 
general agent of the Bankers National 
Life at Battle Creek, Mich. 








Phillips & Beckwith 

F. B. Carr, northern Ohio manager 
of the Canada Life, announced last week 
that Phillips & Beckwith of Cleveland 
have become associated with his offices 
as estates counselors. 

Members of the firm are Henry Beck- 
with and George H. Phillips. Mr. Phil- 
lips has been with the Union Central 
Life in its Cleveland office since his 





graduation from Cornell University in 
1922. During that time he has been al- 
ways one of the leaders in his territory. 
Mr. Beckwith, prior to taking up per- 
sonal production in 1925, was the agency 
superintendent of the Allen agency of 
the Provident Mutual Life in northern 
Ohio. 

This appointment is in line with the 
Canada Life’s plan of associating with 
its leading branch offices’ expert estates 
counselors and analysts to assist their 
agents in handling the estates problems 
of successful business men. 


C. C. Robinson 


C. C. Robinson has been appointed 
agency manager of the National Life, 
U. S. A. in Pittsburgh. He succeeds 
the late Harry T. Sawyer. For the last 
three years Mr. Robinson has been 
agency supervisor of the Aetna Life in 
Pittsburgh. 





Elon B. Gilchrest 


Elon B, Gilchrest, who has resigned 
as manager of the life department in 
the Chicago office of Fred S. James & 
Co., has been appointed manager of the 
Omaha branch of the Lincoln National 
Life. Before joining the James office 
in Chicago he was Chicago manager of 
the Columbian National Life. Pre- 











In Iowa—write to 
F. C. Crowell, Supervisor 
342 Insurance Exchange 
Des Moines, lowa 


Opportunities open for 


Managers in: 


Minnesota— . 
, lowa— 


— Write! 


Insurance Company 
MADISON, WISCONSIN 


























viously to that connection he was with 
the Travelers. 


William C. Murray 


William C. Murray has been made 
sales manager in the W. S. Stimmel 
general agency of the John Hancock in 
Pittsburgh. For several years Mr. Mur- 
ray has been in the life field in Harris- 
burg, Pa. 





C. W. Rogers 


C. W. Rogers, formerly director of 
field service for the Business Men's 
Assurance, has been appointed state 
agent for Washington, with headquar- 
ters at Seattle. 
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TRUST ROUND TABLE COURSE 


Schedule ef Lectures to Be Given Before 
Philadelphia Insurance and Finan- 
cial Men 


PHILADELPHIA, Sept. 27.— The 
schedule for the “tabloid” course in life 
insurance trusts of the Life Trust Round 
Table, has been announced. Lectures 
will be given every Wednesday, be- 
ginning Oct. 10, at 5 p. m. for 10 weeks. 
Any bank employe, life underwriter or 
member of the bar may enroll. The 
schedule follows: 

Oct. 10—(a) Economic concept of life 
insurance, by Dr. S. S. Huebner; (b) 
origin of trusts by Robert Mayer, assist- 
ant trust officer, Provident Trust. 

Oct. 17.—(a) Appraisal of life values, 
by Dr. S. S. Huebner; (b) property as the 
subject of a trust, by Robert Mayer. 

Oct. 24—Designation of beneficiary, by 
Robert Dechert, vice-president Penn Mu- 
tual Life. 

Oct. 31—(a) Plans of insurance, by 
Dr. S. S. Huebner; (b) taxation, by Owen 
J. Roberts. 

Nov. 7—(a) Optional form of settle- 
ments, by Dr. S. S. Huebner; (b) admin- 
istration of estate (an outline of an es- 
tate administered from the time the per- 
son dies until final distribution), by 
Robert Mayer. 

Nov. 14—(a) Trusts under wills, volun- 
tary trusts, and administration thereof, 
by tobert Mayer; (b) life insurance 





trusts, by Andrew Davis, vice-president 
Provident Mutual Life. 

Nov. 21—(a) Life insurance trust as 
applicable directly for the payment of 
expenses, taxes, fees and discounts al- 


lowed for the settlement of claims, 
tobert Mayer; (b) wills, guardians and 
committees, Frank G. Sayre, vice-presi- 
dent Pennsylvania Company. 

Dec. 5—(a) Business life insurance, Dr 
S. S. Huebner; (b) partnerships and cor- 
porations (involving discussion of gen- 
eral principles underlying all corpora- 
tions and partnerships and rights of 
stockholders and surviving partners, and 
how insurance could be written to pro- 
tect the rights of all), Robert Dechert. 

Dec. 12—(a) Accounting (audits there- 
of by courts, distribution and _ fees), 
Robert Mayer; (b) investments (having 
to do with investment powers and gen- 
eral liability of trustees regarding in- 
vestments), W. C. Tuttle, investment offi- 
cer, Girard Trust. 

Dec. 19—(a) Cooperation between life 
underwriters and fiduciary companies, ©. 


Alison Scully, vice-president National 
Bank of Commerce, New York; (b) ethics 
of cooperation (having to do with the 


concept of the underwriters in approach- 


ing a trust officer with a prospective 
client for life insurance), Frank L 
Jones, vice-president Equitable Life of 
New York. 


REFUSES MASSACHUSETTS 
COMMISSIONER'S POST 


BOSTON, Sept. 26—J. Bradford 
Davis of Haverhill, member of the state 
senate, has refused the offer of Gover 
nor Alvin T. Fuller to become commis- 
sioner of insurance of Massachusetts. 


Senator Davis and the governor had 4 
conference this morning on the matter 
and the result was announced by 
Davis. 


Mr. 
Governor Fuller recently stated 
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he would give “serious consideration” | talked. Those present from the home| formed a_ savings associaion. Each | tendent of agencies, will hold an agency 


to Senator Davis if the latter cared to| office were Vice-President John Way, 
Ashton, secretary; Phelps | agency cashier authority 
from the commission on e each $1,000 in- -— 
not with- Life Insurance Week Planned 


accept the post. 


senate in the fourth Essex district by a| ment, 


ate than as insurance commissioner,” 
declared Senator Davis in announcing and C. 


he had declined the governor’s sugges-| talks by some of the leading producers | 
tion. in the agency. 


Wells & Connell Dinner 
Agents of the Wells & Connell agency 


Leonard C. 
“I was recently renominated for the | Todd, head of the underwriting depart- 
and James H. Cowles of the | surance placed. They 
very fine vote, and I feel sure there is | agency department. In addition to talks | draw the money until next June, and 
more opportunity for service in the sen- on company matters by these men and : 
i brief discussions by Graham C. Wells and the cashier are named trustees for 


Savings Club for Convention 


Connell there were sales | the fund. 





Northwestern Mutual 


Members of the E. J. Berlet agency | A. Clark, assistant superintendent of 


the president of the agency association 





Hold Agency Meetings in East 


M. J. Cleary, vice-president of the | and the surrounding community the facts 
ife, and Roger | of building an estate. 


agent has signed an order giving the | meeting in the general agency of A. Il 
to deduct $3 | Baldwin, Washington, D. C., Oct. 2-3. 


Life insurance as a benefit to the liv- 
ing policyholder will be the underlying 
theme of Life Insurance Week, which 
will be observed in Fort Wayne, Ind., 
Oct. 15-20. An extensive program has 
been arranged to present to Fort Wayne 


An attempt to bring the vision of life 


of the Provident Mutual Life in New | of the Guardian Life in Philadelphia are | agencies, held a meeting with the gen- insurance to as large a part of the public 


York gathered Tuesday evening for aj} determined to attend the company’s con- 
conference dinner, at which several | vention next year at Estes Park with | Buffalo, N. Y., Sept. 27-28. 
from the home office were present and | their wives. 











To that end they have W. Ray Chapman, 


eral agency force of Crouch & Allen at | as possible will be made through the 


» 


service clubs, a speakers’ bureau, a large 





assistant superin- | mass meeting, shop meetings, andtn 








CALIFORNIA 


{The oldest Trust Company 


in the West 
Wells Fargo Bank 
Union Trust Co. 


SAN FRANCISCO 
Since 1852 


\ Trust Department established 1892 


ILLINOIS 

















LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 














A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


LINOIS 





Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust representative. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 


Gy tr, | 
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NEW YORK 








Che Chase National Bank 
OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 
VICE PRESIDENTS 
George E. Warren 
SECOND VICE PRESIDENT 
George A. Kinney 
PERSONAL TRUST OFFICER 
George I. Pierce 
CORPORATE TRUST OFFICER 
Howard F. Walsh 
- ae ASSISTANT TRUST OFFICERS =" 
cdward S. Dix = : incent L. Banker 
George J. Runge Oliver B. Hill Frederick Pintard 


Reeve Schley 








THE 
PEOPLES TRUST AND SAVINGS 
BANK OF CHICAGO 
MICHIGAN BOULEVARD et WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds R. B. Upham 
PRESID VICE-PRESIDENT 
Floyd B. Wea 
SECRETARY & TRUST PC erican 














MARYLAND 


“T’ll Make Assurance Double Sure” 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


‘THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 

















HE underwriter who can 
be swung over to the 
trust company form of ad- 
ministration will double his 


business.” 


Excerpt from an article Ag 
@ prominent % 


| First Trust and Savings Bank 


| | Chicago 











\\ 
Calvert and st, Corn Streets 
BALTIMORE 


Robertson Griswold Vice President and Trust Officer 





CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exee- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 




















= 


The TRUST COMPANIES and BANKS 


shown in this directory are of the highest merit. 
to cooperate with life underwriters in the handling of various 
estate problems and to this end they are completely equipped. 


They wish 











T— Company is glad to codperate impar- 
tially with all insurance representatives 
on any practical basis for the promotion of . 
life insurance trust business. 


Guaranty Trust Company | 


of New York 
140 Broadway 
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pictures and the radio. A letter-writing 
contest will be conducted in the public 
and parochial schools. Outstanding 
business men of Fort Wayne will speak 
over the radio and at the meetings. The 
committee in charge is comprised of L. 
D. Fowler, chairman, Kenneth Robin- 
son, James W. Haughton, Walter 
Lawyer, J. Wade Bailey, James R. 
Geiger and Eugene F, Williams. 








Plan Eastern Group Meeting 


The standing committee for the east- 
ern group of agents of the Northwestern 
Mutual Life is holding a meeting in 
New York City Sept. 28 to draw up the 
program for the next annual meeting 
of the eastern organization in New York 
City the first week in January. 

The committee consists of A. L. Cush- 
ing, Portland, Me., general chairman; 
R. Anderson, Philadelphia: G. K. 
Reynolds, Lancaster, Pa.; O. F. Hey- 
man, Springfield, Mass.; Gustav C. 
Wuerth, New York City, and W. Ev- 
erett Rowley, Jersey City, N. J. 


Philadelphia Managers’ School 


The managers’ school of the Phila- 
delphia Association of Life Underwrit- 
ers, designed primarily to answer for 
general agents such problems as how 
to get agents, how to train them, what 
type of men make the best agents, etc., 
will get under way this week. 

‘Hugh D. Hart, vice-president of the 
Penn Mutual Life, will be the speaker. 
His subject will be “Building the 
Agency.” 








Agency Has Estate Analyst 


B. R. Murphy, estate analyst and 
pioneer in that field in the country, has 
joined Mellor & Allen as head of tlre 
survey department of the Philadelphia 
agency of the Home Life of New York. 


The American National of St. Louis 
has been licensed in Nebraska. It re- 
cently entered Iowa and is now operat- 
ing in 12 states. 
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LAW LIFE GETS ITS LICENSE 





Chicago Company Has Been in Process 
of Organization Since 1925 — 
Ericsson President 





License has finally been issued by the 
Illinois department to the Law Life, 
which fas been in process of organiza- 
tion simce 1925. The capital stock of 
the company is given as $100,000, The 
home office of the company is in Chi- 
cago. Principal officers are: President, 
Henry Eriesson; secretary, Roy P. Zim- 
merman; treasurer, E. S. Benson. 

Following its incorporation im 1925, 
organizers of the ¢ompany continued 
the sale of its stock. Its charter ex- 
pired Jan. 27, 1928, but under that date 
the Law Life was granted a mew char- 
ter in Illinois.. 

The original promoter is Robart Aiton 
Taylor, who has had extensive iasurance 
experience witl» British and: Scottish 
companies. Hemry Ericsson, president 
of the company, is well known iav Chi- 
cago and Illinois: as head of the build- 
ing construction firm bearing his mame. 





Globe Life on Reserve Basis 


License as a legal reserve company 
has been issued to the Globe Life of 
Illinois, the Illinots department re- 
ports. The compary’s capital stock is 
given as $100,000. It is successor to 
the Globe Mutual Life, which was an 
assessment company. The principal of- 


ficers of the company are: President, 
Pose Berry .Dietz; secretary, William 
J. Alexander; treasurer, G. O. Sand- 
born. 


The company was organized’ im 1895 
by T. E. Barry, fatfer of Mrs. Dietz, 





the present president. 





NAME WISCONSIN SPEAKERS 
Lott, Wilbur and Barry Will Be on 
Insurance Day Program 
Oct. 24 





MILWAUKEE, Sept. 26—Three 
outstanding men in the insurance busi- 
ness have beem secured by the Imsurance 
Federation of Wisconsin for the third 
annual Insuramece Day, Oct. 24, accord- 
img to Henry F. Tyrrel, chairrman of 
the speakers’ committee. 

Edson S. Lott,. president of the United 
States Casualty, and nvember of the 
conmmittee of nine on comwpulsory auto- 
mobile insurance, will addsess the nvet- 
ing om that subject. 

Harry Curran Wilbur, fire insur- 
ance comsultant, Chicago, las been se- 
cured’ to represent the fire imsurance end 
of the business. 

James V. Barry, vice-president of tfie 
Metropofitan Life, will be toastmaster 
at the banquet which will bring the in- 
surance day to a close. 

In connection with the banquet, the 
only speaker will be the humorist who 
is to be arnounced later. The feature 
of the banquet will be that it will be 
“speakerless”. A large bill of enter- 
tainment kas been arranged for and it 
will be a gala affair. Other speakers 
who will’ be on the program for insur- 
ance day will be anounced later by Mr. 
Tyrrell, when final negotiations with 
them are eompleted. 





Hastings at Milwaukee Meeting 


Glover S. Hastings, superintendent of 
agents for the New England Mutual 
Life, held an agency meeting in Mil- 
waukee with the field force of the A. 
L. Saltzstein general agency, last Fri- 
day and Saturday. Mr. Hastings and 








Mr. Saltzstein were the speakers dur- 
conference and dis- 
cussed many phases of the life snder- 
writing business and company practices, 


img the two-day 





Braasch to Address Day Agents 


W. J. Braasch, president of the Sales- 
of 
which are in Chicago, will address the 
agency meeting in the Darby A. Day 


manship Foundation, headquarters 


agency of the Union Central Life in 
Chicago next Monday morning. Mr. 
Braasch’s subject will be “Character 


Analysis amd Salesmanship.” 








| SOUTHERN FIELD 











TENNESSEE INSURANCE DAY 





Oct. 7 Is Officially so Designated by 


Proclamation Issued by the 
Governor 





NASHVILLE, TENN., Sept. 26.—The 


|governor of Tennessee has set aside 


Sunday, Oct. 7, as Insurance Day. The 
proclamation follows: 

“It has become an established custom 
to designate the first Sunday in October 


| of each year as Insurance Day, and pur- 


suant thereto, I do hereby set apart 


} Sunday, Oct. 7, for such observance. 


“Insurance of all kinds has an indis- 
pensable purpose and value. Our people 
should recognize its importance and pro- 
tect their lives and property. This 
practice has not originated for any 
selfish end. Society is vitally interested 
in its problem of human dependency. It 
is morally wrong to leave widows and 
children to public care. Those charged 
with the support of dependents are 
guilty of such wrong, when they leave 
them to the pitiless ravages of want and 
destitution. Insurance is the best pre- 
ventive. All religious organizations are 
deeply concerned that unfortunates and 
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Lima 





IOWA 


OHIO 
Springfield 


Tulsa 


MICHIGAN 


OKLAHOMA 
Oklahoma City 
Muskogee 


- E. W. MERRITT, JR., President 


A. O. HUGHES, 
Farmers National Life Insurance Company 


Agency Manager 


OF AMERICA 


3401 South Michigan Ave., Chicago, Illinois 


GENERAL AGENCY OPENINGS 


Capable men looking for a life-time connection with a strong, progressive Company under a very 
liberal General Agency Contract are invited to investigate our proposition for any one of the follow- 
ing cities and surrounding territory. Complete life insurance service. Other good territory also 


available. 
. FLORIDA ILLINOIS INDIANA 
Tallahassee Springfield LaPorte 
Jacksonville Peoria Richmond 
Tampa Bloomington Bloomington | 


MISSOURI 
Jefferson City 


Burlington : Flint 
Cedar Rapids _ Jackson Hannibal 
Des Moines Kalamazoo 


Springfield 


WISCONSIN 
Sheboygan 
LaCrosse 
Stevens Point 
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dependents are not left for their sup- 
port. This whole question of insurance 
touches human life at so many points 
and the protection which it affords is so 
helpful to the human family in the heavy 
hours of misfortune and affliction that it 
is wise and well that the subject should 
be brought to the widest attention and 
treated in its humane and social aspects. 
Therefore, I am constrained to proclaim 
this ‘Insurance Day,’ with the sugges- 
tion that our ministers discuss this sub- 
ject in appropriate manner and that the 
press of the state properly emphasize it 
and that our people devote due attention 
to all insurance, believing that substan- 
tial good will result.” 


KENTUCKY OPINIONS GIVEN 





Assistant Attorney-General Answers 
Commissioner Saufley’s Questions on 
Life Insurance Problems 





M. B. Holifield, first assistant attorney- 
general of Kentucky, has given four 
opinions during the week affecting the 
insurance business. The opinions answer 


-questions of Commissioner S. M. Saufley. 


The first pertains to the act of the 1928 
session of the legislature which pro- 
hibited insurance companies from mak- 
ing any changes in policies or applica- 
tions for policies after they reached the 
home office. Another pertains to a pen- 
alty to a physician for examining policy- 
holders of a company authorized to do 





and later file expense accounts for the 
| weet done. The final question is con- 
cerning the Inter-Southern Life of 
| Louisville writing disability insurance. 

| The opinions say that two companies 
contend that in the past they reserved 
a space on their policies which was 
marked “for home 
only,” and this space was for the pur- 
pose of correcting errors in addresses 
or making any minor changes. Mr. Holi- 
field says that the space is misleading 


| . . 
| torn their fees into the state treasury 
| 


changes in policies or applications for 
policies until the applicant or policy- 
holder agreed to it. 

As for the physician making examina- 
tions for applicants for insurance in 
companies not authorized ‘to do business 
in Kentucky, Mr. Holifield says the 
examiner is liable to pay a penalty for 
violating the insurance laws of the state. 

Examiners making investigations or 
examinations of insurance companijes 
must pay the fees collected to the state, 
and then file their expense accounts and 
draw the money due them from the state 
treasury. Mr. Holifield says the Inter- 
Southern Life is authorized and has 
qualified to write disability insurance 
under the laws of Kentucky and other 
states. 





National Security Increases Capital 
An amendment to the charter of the 
National Security Life of Wichita Falls, 
Tex., increasing the capital stock from 





business in Kentucky, and still another 
holds that insurance examiners should 


$125,000 to $200,000, was approved by 
the attorney general of Texas last week. 
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Los Angeles Association Committee 
Considers Plans—Equitable of Iowa 
Agency Manager Speaks 





LOS ANGELES, Sept. 27.—An in- 
teresting meeting of the president’s 
committee of the Life Underwriters As- 
sociation of Los Angeles was held last 
week, the occasion being to consider 
plans for the activities of the organiza- 
tion during the remainder of the asso- 
ciation year. Leo Jennings, Mutual 
Life of New York, presided as chair- 
man and opened the discussion with a 
review of the work that has been ac- 
complished during the vacation period, 
particularly in securing new members. 
In connection with this the handsome 
silver trophy cup donated recently by 
President Fred C. Hathaway, to be 
awarded each month to the member 
or agency securing the largest number 
of new members, was exhibited and 
later presented to Lee Roscoe, of the 
Equitable Life of Iowa, who was the 
winner for the month of August. The 
cup will be permanently awarded at 
the end of the year to the person or | 
agency having the largest number of | 
+ ad members to their credit at that 
ime, 

The principal speaker at the meeting 
was Roy H. Sheldon, manager of the 
southern California agency of the 
Equitable Life of Iowa, whose subject 
was, “What I Think of the Life Under- 
writers Association of Los Angeles.” 

is remarks covered his experience as a 
member from the time he entered the 
field of life underwriting and directed 
attention definitely and concisely to the 
benefits derived from his connection 
with the association. 

In connection with the drive for new 
members Secretary-Manager Charle- 
me reported that the association mem- 
‘rship has been increased to approxi- 
analy 400 and that with the support 
at Is expected the goal of 1,000 by 
€c. 31 should be reached. 


Form Securities Corporation 
gunterests controlling the Mountain 
tes Life of Hollywood, Cal., and 





western Mutual Life attended the an- 
nual picnic at Champoeg, Ore. Gen- 
, eral Agent L. F. Larson “threw the 
party” which was arranged by an 
agency-clerical committee. Food and 
entertainment were provided by the 
agency. 


office endorsements | 


and insurance companies could not make | 
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the Nevada Fire, have organized the | 


Insurance Securities Corporation for the 
anounced purpose of acquiring control 
of other insurance companies when “the 
opportunity presents itself.” The first 
activitiy of the corporation, however, 
will be in behalf of these two companies 
and a program of expansion and de- 
velopment has been adopted. 

Officers of the Insurance Securities 
Corporation are: President, R. N. Stev- 
enson, vice-president of the Mountain 
States; L. R. Eby of the Nevada Fire 
and F, W. Beck, for a number of years 
agency manager for the life company. 
In addition to the officers named the 
directors of the new holding organiza- 
tion are: W. C. Pitt, president of the 
Nevada Fire, W. L. Vernon, president 
of the Mountain States; J. N. Slinger- 
land, secretary of the Nevada, and J. M. 
Miller, agency secretary of the Moun- 
tain States. J. B. Irsfeld, counsel for 
the Mountain States, is to act in the 
same capacity for the new firm. 





Agents, Clerks Enjoy Outing 


The Portland office agents and cleri- 
cal staff and their families, of the North- 





Prudential Leader on Coast 


J. Frank Fosche of New York, one of 
the leading personal producers for the 
Prudential, is visiting California and 
last week addressed the agency staff of 
the San Francisco office. Mr. Foosche 
illustrated his system of presenting life 
insurance, which. is known in the com- 
pany as “Pru-proofs.” 


Conducts Beginners’ Class 


C. M. Bigelow, supervisor for the St. 
John & Carter general agency of the 
Equitable Life of Iowa at Des Moines, 
will conduct a beginners’ class in insur- 
ance for new members of the staff, start- 
ing Oct. 11. The class will convene twice 
a week in the agency offices of the in- 
surance company. 
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NEARING THE HUNDRED 
MILLION MARK OF 
INSURANCE IN FORCE! 








FALL OUTLOOK 
BEST IN YEARS 


in territory of 


CONTINENTAL LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 


We need more agents for the 
Policy Harvest in the Midwest. 


Rich territory for men who 
can sell life insurance. 


WRITE AT ONCE FOR PARTICULARS 


Continental Life 
Insurance Company 


ST. LOUIS, MO. 
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Go Into Business with 


Us on the 
PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 











Onto - InpiaNna - Micuican - Kentucky - Pennsy.vania 
West Vircinta - Texas - Oxtanoma - CaALiForniA - Itutnors - lowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 
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PROGRESS SERIES 


Number Two 
A NEW COMMERCIAL 20 PAYMENT LIFE 


Issued in amounts 


Age 20 
$20.72 


Age 35 
$27.40 


of $5,000 and over. 


Age 50 
$41.64 


Also, a companion policy 
A NEW 20 PAYMENT ENDOWMENT 
AT AGE 85 


' Issued in amounts 


of $1,000 and over. 


Increase in values—Reduction in rates. 


Age 20 
$21.91 


Age 35 
$29.28 


Age 50 
$44.71 


A live company with an excellent line of policies 
and low guaranteed rates backed by a large capital 


and surplus. , 





THE COLUMBIAN 
NATIONAL LIFE 


INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 


Department 
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CLUBS HOLD JOINT MEETING 


Health and Accident Managers of San 
Francisco and Los Angeles 
Discuss Problems 


SAN FRANCISCO, Sept. 26.—Health 
and accident managers of Los Angeles 
and San Francisco held a joint meeting 
here Saturday, for the purpose of con- 
sidering the problems confronting their 
business. J. A. McKinnon of the Cali- 
fornia Insurance Agency, Los Angeles, 
presided and was reelected president of 
the “Associated Clubs.” Stephen Chel- 
bay of the Commercial Casualty was re- 
elected secretary. 

R. B. Oshier of the Federal Life led 
the discussion on mail advertising cam- 
paigns by unauthorized companies and 
newspaper policies. E. L. Leach pre- 
sented the matter of hospital association, 
George Johnson of the United States 
Fidelity & Guaranty spoke on the idea 
of establishing a permanent bureau for 
checking and tabulating the activities of 
undesirable agents, William E. Burge of 
the Ocean and Columbia spoke on the 
suggestion of establishing contact with 
health and accident managers’ clubs in 
other parts of the country, and L. C. 
Stearns of the Pacific Mutual Life con- 
sidered the examination and investiga- 
tion of new agents. 

The past activities of the San Fran- 
cisco club were recited by W. J. McHan 
of the American Bankers, while W. L. 
Thomas of the Pacific Mutual, Los An- 
geles, told of the work of the organiza- 
tion there, and Harry Daus of Portland, 
Ore., explained the efforts of the club 
in his city. 

Bert R. Jones of the Maryland Casu- 
alty in San Francisco welcomed the 
visitors while E. L. Lawrence of the 


Federal Casualty responded. Stephen 
Chelbay and H. L. Miller were in charge 
of the program. 

The next meeting of the organization 
will be held in Los Angeles at a time 
and place to be announced later. 


Question Newspaper Policy 

BALTIMORE, Sept. 26.—Commissioner 
Benson has written to the North Ameri- 
can Accident, asking for a statement of 
its connection with a plan of one of the 
Hearst newspapers published in Balti- 
more by which an accident policy is 
given to subscribers on the payment of 
$1 per year. 

Under the state insurance laws al! 
insurance agents writing insurance must 
be licensed and bonded, and whether 
solicitors of the paper who offer insur- 
ance in connection with subscriptions 
come under this head is a question that 
must be submitted to the attorney gen- 
eral of the state for decision. 


Elevator Not Common Carrier 


Held that although persons or cor- 
porations operating a passenger eleva- 
tor are to be treated as common carriers 
of passengers in determining the degree 
of care required in the operation thereof 
a hotel elevator is not a conveyance 
operated by a common carrier so as to 
fall within the terms of an accident in- 
surance policy insuring the holder while 
riding as a passenger on any public con- 
veyance provided by a common carrier 


and propelled by mechanical power.— 
Ogburn vs. Travelers. Ct. of Appeals, 
Calif., Ist Dist. Div. 2. 





Orwall in New Quarters 


S. L. Orwall, manager of the central 
division of the Mutual Benefit Health & 
Accident of Omaha and the United Benefit 
Life of the same city, has recently moved 
into larger and more commodious quar- 
ters in the Mallers building at 5 Sout! 
Wabash avenue, Chicago. Mr. Orwall 





celebrated his fifth anniversary on Sept.! 
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Years Do Not Make Fortunes— 

They Only Make Old Men and Old Women 
“No snow falls lighter than the snow of 

graying hair, yet none lies heavier for it 

never melts.” 


At age 65 out of each 100— 

19 have no income 

29 have less than $700 a year; and only 

25 have an income greater than $1500 a 

year 
and fewer men at age 75 have $100 than at 
25—in spite of 50 years of hard work. 

Still no young man thinks that he is ever 
going to be old and poor. 

Old Age is ahead of us all and when it 
comes many of us may live for twenty or 
thirty years without the ability to produce— 
dependent upon others. 

It is a strange thing that *we look for- 
ward to old age as a brief period—a time 
when privations or suffering at the worst 
will be for only a short time. The facts do 
not justify such an attitude. Look about 
you, go over in your mind the ages of the 
old le you know and you will 
astonished at the number who are eighty. 

As age 60 or 65 is the generally accepted 
time voluntary or enforced retirement, 
you can see how necessary it is to make 
adequate provision for this time of life in 
advance, 

Whatever happens when we are young 
may be due to circumstances beyond our 


control. Whatever happens en we are 
old is due to what we have done in the 
meantime. 


One of the most potent appeals when the 
up-to-the-date Life Insurance Agents is mak- 
ing ta his prospects is that which involves 
the benefits for old age. 

The Pan-American Life Insurance 
of saving through an End olicy 
maturing at age 60 or 65, helps keep the 
money saved and guarantees a life income 
for old age needs. 





Mr. C. D. Corey, Vice President and Su- 
perintendent of Agents, has prepared a 
presentation and illustration on the Endow- 
ment at age 60-65. If you are not already 
using these sales talks, let us know and we 
will be glad to send you copies. 


‘*Too Late’ After September 30th 

On September 30, 1928, the contest for 
Palm Beach closes and business received in 
the Home Office after that date will not 
count on your qualification for attendance. 

There is still time in which you may com- 
plete your qualification. Don’t wait until 
the last minute and then have your applica- 
tions arrive in the Home Office “Too Late.” 

We are counting on seeing YOU at the 
Royal Poinciana Hotel, Palm Beach, on 
January 23, 24 and 25, 1929. 





Mr. Tamara Wins Production Honor 

We are very proud of Mr. M. A. Tamara 
of the New Orleans Agency who is among 
the first group of 23 to win first degree 
emblem of the International Weekly Produc- 
tion Club sponsored by the Insurance R & 
R Service. Mr. Tamara enrolled in the Club 
membership last December and on June 23rd 
completed twenty-five weeks of consecutive 
production under the club plan. Particular 
honor is due to Mr. Tamara in that he was 
quick to grasp the value in the club plan 
enrolling almost immediately after the first 
announcement. Mr. Tamara is a successful 
weekly producer with a record covering 
more than two years of consecutive work. 
When we asked Mr. Tamara how he keeps 
up his weekly production, he said: “My 
weekly production story is not dramatic, but 
as simple as a gospel narrative. My plan 
is to know that I am going to get my app 
and not to fear.” A right mental attitude 
is a simple formula for success and one easy 
to 


The mass figures for the group of winning 
agents constitute a remarkable tribute to the 
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value of consecutive weekly production idea. 
In the 25 weeks, the 23 agents wrote 1,023 
applications. The group produced an aver- 
age of 40.8 applications per week, or an 
average per agent of 1.77. Determining to 
produce at least one application a week, the 
winning members found that their produc- 
tion was more nearly two applications. The 
agents in the winning group produced an 
average per agent of 7.39 applications. 

This is proof that weekly production is 
possible and profitable. 





Mr. Hicks Stages Unique Contest 

Mr. Ralph W. Hicks, the Company’s 
Supervisor in Birmingham is staging rather 
a unique thirty-day contest in his Agency. 
Each $1,000 of Life Insurance and each 
$20.00 of Accident and Health premiums 
will entitle the agent securing the business 
to one chance in the lottery which will be 
drawn at the close of the contest. Quite 
naturally the agent writing the largest vol- 
ume of business will have the best chance 
of being the lucky man. To the winner will 
go $20.00; $10.00 will be awarded to the 
second; and $5.00 to the third. The win- 
ners of this Contest will be announced in 
next month’s Review. 





App-a- Week Club in Louisville 

Starting the first of September, Mr. J. L. 
Strickland, Manager of the Life Department 
of Gaunt & Harris Agency, inaugurated an 
App-a-Week Club in that Agency. Mr. 
Strickland is using a large chart in the office 
for keeping this record, so that results will 
be prominently displayed at all time. There 
is no question about consecutive production 
making for success. It is the steady writing 
of the little applications which pile up the 
big yearly records. 





Los Angeles Appointment 

It is with a great deal of pleasure that 
we announce the appointment of Mr. Henry 
M. Shove, as Manager of the Company’s 
Los Angeles Branch. Mr. Shove’s appoint- 
ment was confirmed upon Dr. Simmons’ re- 
turn from California on August 2nd. 

Mr. Shove brings to the Pan-American 
many years of experience in Life Insurance 
work. He entered the Life Insurance busi- 
ness in 1913 and for many years was asso- 
ciated with both the Mutual Life and the 
Equitable Life in Iowa, moving to Cali- 
fornia a few years ago where he became 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


associated with the Equitable Agency in 
that State. During the past year he has 
been Assistant Manager of the Union Cen- 
tral Life in its Los Angeles Branch. We 
are sure every one associated with the Pan- 
American will give Mr. Shove a sincere 
welcome. 


Mr. Muras Has Insurance Booth 

A Pan-American Life Booth was con- 
ducted recently at the Shiner (Texas) Fair 
by Mr. Joseph Muras. The booth was dec- 
crated in red, white and blue and the signs 
also carried out this color scheme. 

One of the attractions of the booth was a 
guessing contest. Mr. Muras filled a jar 
with new pennies and each visitor was asked 
to guess the number of pennies in the jar. 
Two prizes were offered—$10.00 in gold for 
guessing the exact number of pennies and 
$5.00 in gold for guessing the nearest num- 
ber pennies in the jar. 

First prize was won by Miss Betha 
Waltersdorff of Hallettsville, Texas, the 
town in which Mr. L. F. Mikulenka resides, 
and the second prize was won by Annie 
Mikes, age 13, of Shiner, Texas. 

Mr. Muras distributed circulars and blot- 
ters to the adults visiting the booth and 
each child received a small package of 
candy. There was a crowd at the booth 
from early in the morning until 11 P. M. 
and about 10,000 visitors registered during 
the four days. 

We are confident that this splendid ad- 
vertising will not only result in a great deal 
of direct business but will unquestionably 
add materially to the prestige Mr. Muras 
and his associates enjoy in Shiner and 
vicinity. 





Tan-American Service 

Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. ’ 
Substandard Insurance for Under-average 
lives. 

Group Insurance 

All forms of Accident and Health Insur- 
ance. , 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 

E. G. SIMMONS, 


Vice-President and General Manager 
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as manager of the central division. His 
territory includes Illinois and Indiana 
and he has built up a premium income 
of over $500,000 per year. He has been 
with the Mutual Benefit for seven years, 
the last five years of which he has acted 
as manager. Prior to Mr. Orwall’s go- 
ing with the Mutual Benefit he was en- 
gaged in the general insurance business 
in Chicago. He started with the. Mutual 
Benefit as soliciting agent and acted in 
that capacity for only two years when 
his abilities were rewarded with the pro- 
motion to the managership of the central 
division, one of the important posts in 
the company. 


Cleveland Accident Case Heard 


court at 
ago in the 
Accident, which 
life insurance 


Arguments were heard in 
Columbus, O., a few days 
case of the Cleveland 
wishes to liquidate its 
business but continue the accident end. 
It contends the life insurance branch 
is not paying its way. The Ohio depart- 


ment is not disposed to grant the re- 
quest on the ground, it is understood, 
that the activities of an organization 


can not be separated in an effort to de- 


termine its solvency. 
New Manager at Fort Smith 


E. C. Petree is now in charge of the 
Ft. Smith, Ark., branch office of the Mutual 


Benefit Health & Accident which W. A. 
Stackable represented there for eight 
years. Mr. Stackable is now with the 


Mr. Petree’s territory takes 
Arkansas. 


Prudential. 
in western 








| NEWS OF LIFE POLICIES 








| New Policies, Premium Rates, Dividends, Surrender 
all Changes in Policy Literature, Rate 
Sem. 0, , Seoplemantiog the “Unique Manual- 
Digest,” publi annually in May at $4.00 and the 

| “Little Gem ™ published annually in April at $2.00. 











Age Pre. Age Pre. Age Pre. 
g $ $ 
29..15.40 38..20.48 47..29.53 
30..15.83 39..21.22 48..30.95 
31..16.32 40..22.02 49..32.44 
32..16.80 41..22.88 50..34.07 
33..17.31 2..23.82 51..35.84 
34..17.89 43..24.80 52..37.76 
35..18.47 44..25.86 53..39.68 
36..19.08 45..27.01 54..41.90 
37..19.74 46..28.22 55..44.3 
Juvenile Policies 
End 20 End. End End 
at Yr. at at at 
Age Age85 End. Age17 Age19 Age 21 
0...$20.30 $42.37 $51.03 $44.92 $40.12 
1 19.94 42.11 54.34 47.58 42.11 
. 19.53 41.80 58.23 50.37 44.38 
3 19.23 41.45 62.51 53.60 46.86 
4. 18.93 41.05 67.46 57.44 49.66 
D... 18.66 40.65 73.25 61.62 52.84 
6... 18.54 40.38 80.33 66.66 56.58 
i... 18.53 40.11 89.03 72.71 61.11 
8. Be 18.63 39.91 99.81 80.00 66.35 
18.78 39.84 113.42 88.86 72.55 
10... 18.79 39.87 131.01 99.76 79.94 
11... 19.31 39.89 bate aa ef 
12... 19.77 39.92 
13... 20.24 39.95 
14... 20.71 39.99 
15... 21.13 40.02 
American National, St. Louis 
The American National of St. Louis 
will Shortly issue a new coupon policy 
Which will embrace all of the modern 








LIFE EXPECTANCY CONTRACT 


American Life of Detroit Gives Rates 
on New Policies Announced 
Last Week 


Last week the American Life of De- 
troit announced a new life expectancy 
contract and some new juvenile policies. 
The rates for these policies follow: 

Life Expeetancy Contract 





Privileges for such form of policy. 
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NEWS OF THE PRUDENTIAL 





Number of Promotions Have Been An- 
nounced Involving Successful 
Men in the Field Ranks 





Willara A. Rich 
Sistant superinte 
§ onde 
at Ellicott City, 


former detached as- 
nt of the Prudential 





Md., has been promoted 


to superintendent at Richmond, Va. Su- 
perintendent Charles M. Rankin, who 
formerly was superintendent at Rich- 
mond, has been transferred to the 
Muncie, Ind., district. 

Edward MacGregor, superintendent of 
the Pittsfield, Mass., district, has just 


completed 20 years of service. 

A conference of Division N superin- 
tendents was held last week at Asheville, 
N. C. The conference was presided over 
by Supervisor B. L. Worthington and 
Division Manager G. W. Kirk of the 
home office. 

Robert W. Moore of Kansas City has 
been promoted to the position of super- 
intendent of the Prudential in that city. 
Mr. Moore was enrolled as an agent on 
Nov. 23, 1925, at New York No. 8 and 
in 1926 was promoted to assistant super- 
intendent. His offices will be located in 
the Commercial National Bank building, 
Minnesota avenue and 6th street. 


John Hancock Promotions 


The following promotions have been 
announced by the John Hancock Mutual 
Life from agents to assistant superin- 
tendents: Robert Cardwell at Elizabeth. 
Otto H. Uhliman also at Elizabeth and 
Peter Kowalchyk at Perth Amboy. 


Rapid growth of its Detroit business 
has made it necessary for the Missouri 
State Life to obtain larger quarters for 
its Detroit branch office. Its new loca- 
tion is 2332-40 First National Bank build- 
ing. C. E. Waddell is manager of the 
Detroit branch. 


LIFE INSURANCE 
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MINNEAPOLIS AGENTS GATHER 


Banker Urges Monthly Payment Plan 
—Says Being Own Boss Is Dan- 
gerous System 


Joseph Chapman, president of the L. 
S. Donaldson Company, spoke before a 
full gathering of the Minneapolis Asso- 
ciation of Life Underwriters last week. 
The speaker, who is one of the outstand- 
ing figures in Minneapolis banking and 
business circles and one of the most 
heavily insured men in Minneapolis, told 
why he bought from some salesmen and 
turned a deaf ear to others. 

He pointed out that the little fellow, 
the small buyer, is the best bet for the 
insurance man today and he told of a 
theory which he had devised from the 
installment plan being used today by 
sO many concerns and stated that most 
life insurance companes were overlook- 
ing a good bet in not paying more at- 
tention to the monthly payment plan of 
selling insurance. 

Mr. Chapman stated that life insur- 
ance men today are dying by inches and 





don’t know it because they are not cul- 
tivating new customers and admonished 
that from the little fellows of today 
would come the industrious giants of 
tomorrow. 

Any man or woman with brains and 
industry has a better opening today in 
life insurance than in any other field, 
but, he pointed out, life insurance men 
are their own and that this is 
the most dangerous system ever in- 
vented for young fellows, as there are 
very few who can be their own bosses, 
that most people are like sheep and have 
to be bossed., 

Mr. Chapman further stated that no 
underwriter could afford not to belong 
to an underwriters’ organization, as only 
by getting together and exchanging 
views do men grow. 

Extend 1980 Invitation 


bosses 


Following Mr. Chapman's talk, Julius 
Eisendrath briefly commented on the 
“Million Dollar” breakfast at the recent 
Detroit convention which was composed 
of men and women who produced $1,- 


000,000 worth of business during the 
past year and ably pointed out that the 
bulk of these men were made up of 
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Medical. 





Our Agents Have 


Wider Field— 


An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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fellows who were not writing the big 
tases, but through sheer work were writ- 
ing lots of small cases, 

President Leon A. Triggs commented 
briefly on the executive committee 
meeting in Detroit and outlined the plans 
for the coming year of the National as- 
sociation, which include a local speak- 
er’s bureau and national cooperative 
advice and also stated that an invitation 
had been extended to take the 1930 
convention of the National Association 
of Life Underwriters to Minneapolis. 


xk Ox 
Poentello, Idaho—@he Pocatello asso- 
ciation has been organized here. Charles 


Cannon has been elected president and 
Myron Porges, secretary. The new as- 
sociation will be affiliated with the Na- 


tional association in the near future. 
* * * 

Sioux City, Ia.—Monthly meetings of 
the Sioux City association have been re- 
sumed for the fall. George S. Davies, 
manager of the Metropolitan Life office 
at. Lincoln, Neb., made the principal ad- 


dress on “The Obligations of a Field 
Man.” The program was in charge of 
William Wildeboor. 


The next meeting will be held on Oct. 
13, at which time Lloyd Gettys will be in 
charge of the program. 


*x* * * 
San Francisco—Homer Guck, general 
manager of the San Francisco “Ex- 


aminer,” formerly with the Detroit Life 
and vice-president of the Detroit Trust 
Co., was the principal speaker before 
the September meeting of the San Fran- 
cisco association. A record crowd of 
life insurance and trust men heard Mr. 
Guck explain the functioning of the life 
insurance trust as developed in Detroit, 
which has, in point of numbers, more of 
these trusts than any other city in the 
United States. Mr. Guck pointed out 
how the cooperation between trust com- 
panies and life underwriters had mate- 
rially increased production in Detroit 
and encouraged that same cooperation in 
San Francisco. He stated that more 
than $4,000,000 of business per month 
is being written through this method in 
Detroit, which now has more than 
$110,000,000 of that class of business in 
force. F. lL. Lipman, president of the 


Wells Fargo Bank & Union Trust Com- 





pany, introduced Mr. Guck, declaring that 
such trusts are the most potent factor 
in increasing life insurance commissions. 
Clarence W. Peterson, newly elected 
president of the association, presided at 
the meeting, which was the first one of 
the fall. 
x *k * 
Philadelphia—Paul F. Clark of Bos- 
ton, newly elected president of the Na- 
tional Association of Life Underwriters, 
will attend the first meeting of the 
Philadelphia association for the 1928-29 
season, which will be held Oct. 10. Rear 
Admiral Frank H. Schofield will be an- 
other speaker on the program. 
Se 2 


Seattle, Wash.—Charter members who 
20 years ago founded the Seattle asso- 
ciation, were honored at a banquet last 


week. Charter members still active who 
were honored guests include D. B. 
Morgan, W. J. Daugherty, Charles G. 
Cole, Edward S. Campeau, P. B. Duren, 


Edwards S. Sears, Thomas A. Garrugues, 
Charles P, Cole and D. C. McKee. 

Governor Roland H, Hartley of Wash- 
ington was the principal speaker. D. B. 
Morgan, president of the Northern Life; 
George B. Van Arsdale and V. Webster 
Wiedemann, newly elected president of 
the association, also spoke. Jay Thatcher 
and Harry Montgomery provided an at- 
tractive musical program. 

*x* * * 

Newark, N. J.—The Newark associa- 
tion opens its season with a meeting 
Oct. 8 at which Harvey Weeks, Buffalo 
general agent, who made a hit with his 
talk at the Detroit convention, will be 
the speaker. Mr. Weeks will give the 
same talk, “Oats.” The association is 
also planning a luncheon meeting Nov. 
12, when members of the New Jersey 
Federation of Women’s Clubs will be 
guests. An intensive membership drive 
is being carried on by the organization 
leaders. 

* * * ; 

Columbus, 0.—R. B. Coolidge, assist- 
ant general agent of the Aetna at Cleve- 
land, was the speaker at the meeting 
of the Columbus association this week. 
His topic was “Practical Selling Meth- 
ods.” This was the first meeting of the 
fall and much interest was shown. The 
Columbus association is working out a 
very interesting program for the year. 

Much interest is being shown by life 





underwriters in central Ohio over the 
sales school to be held in Columbus the 
week of Oct. 8. The instructor will be 
H. Peter Gravengaard of the Aetna Life 
at Columbus, who has had wide expe- 
rience in life insurance lecturing and 
authorship. Registrations, according to 
S. R. Fraher, who has that phase of the 
project in hand, are very encouraging. 
ee 8 

Baltimore—The following officers were 
elected at the annual meeting of the 
Baltimore association last week: Presi- 
dent, Friend L. Wells; vice-president, 
Charles C. Clabaugh; secretary-treas- 
urer, George S. Robertson; directors, 
Henry H. McBratney, F. G. Lieberman, 
Fred L. Mason, Jr., George A. Myer, A. W. 
Peake and Arthur E. Warner. 

*x* * * 

Washington County, 0.—The Washing- 
ton county, O., association will hold a 
meeting on the evening of Oct. 9 at 
Marietta. W. Scott Boyenton of Colum- 
bus, superintendent of agencies of the 
Ohio State Life, will be the speaker. 





* * * 

Rockford, I11.—The Rockford associa- 
tion has been incorporated under a char- 
ter issued by the secretary of state and 
will succeed the organization formerly 
known as the Rockford Life Underwrit- 
ers. L. H. Shannon is president; J. D. 
VanSickle, vice-president; Rodney C. 
Wilson, secretary, and Hilding Neison, 
treasurer, 

*x* * * 

Indianapolis—The Indianapolis asso- 
ciation held a well attended meeting on 
Friday of last week when reports on the 
Detroit convention were heard. Those 
who attended the Detroit meeting spoke 
in highest praise of the program. 





STARTS NEW AGENCY PROGRAM 


Northwestern Mutual Life Divides 
Field into Three Zones, Each in 
Charge of Superintendent 


MILWAUKEE, Sept. 27.—The 
agency department of the Northwestern 
Mutual Life has started a new program 
this year for agency meetings in the 
field, which will bring a standardized or 





uniform program into as many agencies 
of the company as possible. 

In order to accomplish this, an assist- 
ant superintendent of agencies has been 
placed in charge of the three zones in 
which the company has the field divided; 
Zone 1, the eastern field; Zone 2, the 
middle west, and Zone 3, the west, 
Roger A. Clark is in charge of Zone 1; 
W. Ray Chapman, Zone 2, and U. H., 
Poindexter, Zone 3. 


Assisted by One Other 


These men will probably be assisted 
at most of the meetings by one other 
representative of the home office, from 
a different department, thus carrying 
out the same idea of the last few years 
of having representatives of other de- 
partments address the agency meetings, 
with the agency department representa- 
tives in order that the men in the field 
can become acquainted with other 
phases of the business of their company, 

In drawing up the schedule, the 
agency department will tonform a3; 
closely as possible to the stated meeting 
dates which are traditional in the vari- 
ous agencies. The assistant superin- 
tendents will endeavor to arrange their 
schedules so that this will be possible, 
and yet so that they can visit as many 
agencies as possible in the time they 
have allotted to them. 


Phoenix Mutual Graduates Meet 


The 54th graduating class, consisting 
of 26 men from all parts of the coun- 
try, of the sales training school of the 
Phoenix Mutual Life held a _ banquet 
last week. 

The principal speakers of the evening 
were Winslow Russell, vice-president of 
the company; James A. Whitmore, 
agency director; Joseph Caperton, man- 
ager of the Detroit office, and Robert 
Judd, manager of the Chicago office. 
James A. Giffin, education director, in 
charge of the school, headed the ar- 
rangements committee. 









Indemnity. 


basis. 





in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


Our policies are fair and liberal, the net cost on a low, competitive basis. All Standard Policies 
are written with or without Total and Permanent Disability, Premium Waiver and Double 


Serve and Succeed With The 


MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
ing is here to stay. Every policy issued by this company may be sold on the monthly installment 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 
from nearest age 10 to nearest age 60. Why not investigate? Wa~ite direct to the Home Office. 


Springfield Life Insurance Company 


SPRINGFIELD, ILLINOIS 


A. L. HEREFORD 


President 


C. HUBERT ANDERSON 


Superintendent of Agencies 


It is issued on a very 
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COMMISSIONERS GIVEN 
WILD WEST WELCOME 


(CONTINUED FROM PAGE 5) 


the hotel, so all room assignments were 
handed to the people en route. The 
special train will leave here Friday 
night for Chicago. 

Gough and Beha Meet on Train 


Deputy C. J. Gough of New Jersey, 
who suffered a paralytic stroke last 
spring, is here and met on the train 
Superintendent James A. Beha of New 
York for the first time since the fervid 
correspondence between the two over 
the Firemens of Newark and its assets. 
Mr. Gough has not yet taken up his 
duties at the office but is now rounding 
into form. 


Skirmish Over Presidency 


There may be a skirmish over the 
presidency of the National Convention 
of Insurance Commissioners. C. R. 
Detrick of California, first vice-presi- 
dent for two years, who has faithfully 
attended all the meetings, is backed by 
a large contingent, who claim he is en- 
titled to the position. Obhers declare 
by reason of his outburst at the New 
York meeting in December in which 
he publicly castigated the Missouri de- 
partment for its laxity and alleged pro- 
tection of wrongdoing, he showed lack 
of judgment. Yet his sponsors say he 
worked harmoniously with all depart- 
ments in the International Life melee. 
They say Mr. Detrick should be judged 
by his record since July 31. 

James A. Beha of New York is second 
vice-president, but some officials say 
he aims to take on too much territory. 
If a contingent attempts to cast Mr. De- 
trick aside there will be a war in the 
camp and there will be some lids 
blown off. If seems safe to say Mr. 
Detrick will be elected to the high of- 
fice. 

Pamunkey Tribe Ceremonial 


The Pamunkey Tribe of Indians, the 
social adjunct of the Commissioners 
Convention, went up the Rapid River 
Canyon seven miles Monday afternoon 
for a ceremonial in a most imposing 
sylvan retreat with high walls of rock 
on all sides. Here lunch was served. 
The real Sioux Indians were there for 
a background and at times executed 
their war dances. The work was done 
by Col. Joseph Button of Virginia, 
John A. Hartigan of St. Paul, Henry 
F. Tyrrell of Milwaukee, Walter K. 
Chorn of Kansas City, J. V. Barry of 
New York and Clifford Ireland of 
Peoria, Il. Frank Lockhart, who 
owns the land in the section where the 
celebration was held, told of some of 
its historic aspects. There were 50 in- 
itiated, including Governor W. J. Bulow 
of this state. 

Tuesday and Wednesday were de- 
voted to trips to interesting points in 
this most unusual and attractive local- 
ity. A business session was held Tues- 
day night. Thursday was to be given 
to business, as was Friday morning. 
The Indians forming the setting for 
the outside life of the convention are 
led by Chief No Flesh. A son of the 
famous Sitting Bull participating. 
The Indians came from the Pine Ridge 
“ioux reservation and formed the back- 
ground for the gathering. 


is 


South Deketa Men Hosts 
_ The South Dakota insurante men 
acted as hosts. There were a number 


of fire insurance field 
oMcers, life general 
agents on hand. 


men, 
agents 


company 
and local 


_ finance committee consisted of 
Pa Nicholson, Bankers Life, Sioux 
alls; L. C. Nichols, state agent Home 


se of New York; J. J. Bell. Midland 
National Life, Watertown; D. P. Le- 
Rowenecretary Queen City Fire; W. I. 
Men sate agent North British & 
rs patie, Aberdeen; Charles McDon- 
Thee City agent. 

sheaael entertainment committee con- 
Se aes M. Cogley, Sioux Falls; 

N. Van Camp, Hedwall-Sundberg 








Agency, Sioux Falls; J. H. Thompson, 
chief of the fire department, Rapid 
City; William Dawson, South Dakota 
fire marshal’s department. 


Toronto Wants Next Meeting 


A. S. Caldwell of Tennessee, presi- 
dent of the organization, presided at 
all sessions in a very able way. Col. 


Joseph Button of Virginia, the secre- 
tary, acted as official guide during the 
proceedings. The roll-call showed 34 
states represented. Superintendent W. 
R. Baker of Kansas, who spoke before 
the Canadian superintendents at their 
meeting, introduced superintendent 
Henry Brace of Alberta, who extended 
greetings from his organization. He is- 
sued an invitation to the National Con- 
vention of Insurance Commissioners to 
hold its next annual meeting in Tor- 
onto. He was reenforced by a letter 
from the Canadian Life Officers’ As- 
sociation. Mr. Brace is a_ former 
member of the Royal Northwest Mount- 
ed Police. 

New Orleans has extended an invita- 
tion to have the spring meeting here, 
The meeting place was crowded to the 
doors, as it drew an unusual number 
of company and organization men. 
This year a coterie of Chicago western 
managers of fire companies attended, in- 
cluding George H. Bell, National Fire 
of Hartford; H. A. Clark, Firemens of 
Newark; A. W. Powrie, Fire Associa- 
tion: John C. Harding, Springfield Fire 
& Marine. 

President Caldwell in his address 
complimented the departments that had 
charge of the International Life exam- 
ination and who worked faithfully to 
conserve the interest of policyholders 
and all concerned. The constant change 
in office of insurance commissioners, he 
said, is not conducive to supervising 
stability. 

Livingston on Interstate Insurance 


Commissioner C. D. Livingston of 
Michigan read his paper on interstate 
insurance at the first session. It dealt 
with proposed revised methods for cov- 
ering chain stores and other properties 
located in a number of states. The 
present methods, he declared, are anti- 
quated and the states do not get their 
proper taxes. He recommended a plan 
similar to that devised by the Inter- 
state Underwriters Board to regulate 
this class of business and which awaits 
approval by the commissioners. 

Superintendent G. H. Thigpen of Ala- 
bama and superintendent W. R. Baker 
of Kansas, in discussing the plan, de- 
clared the states should assist admitted 
companies so they can adequately take 
care of such insurance and not violate 
the laws. 

Commissioner George P. Porter of 
Montana threw a mild bombshell by 
declaring that but few commissioners 
would cooperate with him in securing 
service for his state. New York always 
does, he added. He asserted that Mon- 
tana is being flooded with policies of 
unlicensed companies and yet he can 
get no action from their home depart- 
ments. His only recourse is to warn 
the people through the papers. 


Convention Examinations Discussed 


Commissioner Don C. Lewis © of 
South Dakota received an ovation as 
he arose to read his paper on “Con- 


vention Examinations,” owing to his fine 
work as official host. He scored weak 
departments that permit unscrupulous 
or financially irresponsible companies 
to operate freely. State comity can not 
he upheld in such cases. If the home 
denartment will not do its duty, then a 
convention or joint examination should 
be in order. 

C. R. Detrick of California in speak- 
ing of the International Life examina- 
tion said that the commissioners worked 
in harmony to preserve all interests. 
Fvery policyholder, beneficiary and 
claimant is well protected. He pre- 
dicted that stockholders will realize $100 
a share on par value of $25. 

Col. Button said the convention 
amination system started in 1909 
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to 




















KANSAS CITY LIFE 
INSURANCE COMPANY 


Home Office, Kansas City, Missouri 





ASSETS | INSURANCE 
zm IN FORCE 
© ns 
$50,000,000.00 | $385,000,000 00 
Operating in 40 States and 
particularly interested in \R 
“$| developing its territory lying 
east of Mississippi River 


J. B. Reynolds, Pres, C. N. Sears, Sec’y. 
J. F. Barr, Vice-Pres. and Supt. of Agts. 
O. Sam Cummings, Asst. Supt. of Agts. 


3520 BROADWAY KANSAS CITY, MO. 




















THE SOUTH 


The rapid commercial development and indus- 
trial progress of the South are opening the doors of 
opportunity to the progressive underwriter. 


ATLANTIC LIFE 


one of the 89 old-line companies rated by A. M. 
Best Company as “Excellent” has good general 
agency openings in the South at 


MONTGOMERY 
HAGERSTOWN 


Also at Detroit, Mich. 


WINSTON-SALEM 
MOBILE 


Write to-day to 
Agency Department | 


ATLANTIC LIFE 


INSURANCE COMPANY 
Richmond, Virginia 
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— Prospects — 


A great problem of all agents is “prospects and where to 
find them.” 
The Direct Mail Advertising Service of The Ohio National 
Life Insurance Co. helps the agent solve this problem. 
Eight groups of letters are furnished agents covering the 
following insurance needs: Family Income, Old Age Income, 
Insurance for Employed Women, Juvenile Insurance, Educa- 
tion Insurance, Mortgage Insurance, General Coverage, Busi- 
ness Insurance, 

The service is free to Ohio National agents. 
Our record to date is six good prospects from each ten 
letters. 


For information, write: 


The Ohio National Life 
Insurance Company 


T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick 
































i President Sup’t of Agencies 
Cink up (Swi te @)LINCOLN) 
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~ How does The Lincoln National Life Insur- 
ance Company help its agents to increase the 
average size of their policies? 


The successful methods that enabled other 
Lincoln Life men to write larger policies, 
plus the thorough training given them, plus 
the stimulating leadership and painstaking 
service make a total equipment that can 
hardly help but enable ambitious agents to 
grow in their work and to increase their 
volume. It has proven so. Ask us about it. 


The LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates Its Character’ 
FORT WAYNE, INDIANA 


More Than $550,000,000 in Force 


Answer: 
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eliminate the reckless and raiding meth- 
eds then followed. He believes in 
changing the personnel of states on sub- 
sequent examinations of the same com- 
pany. 
Porter Criticizes System 

George P. Porter, Montana insurance 
commissioner, severely criticized the 
convention examination system, where- 
by a department requests the same 
states to participate in the examination 
of its home companies from time to 


time. A mutual admiration society is 
thus formed. Mr. Porter said he relies 
on states to give correct information 


about their own companies. He frankly 
said he had been misled and he claimed 
the citizens of his state had been de- 
frauded because weak companies had 
been protected and crooked ones had 
been allowed to continue. Mr. Porter 
contended that the same set of states 
should not be called in from time to 
time to examine the same company. 
Mr. Porter said he revoked the li- 
cense of the International Life in 1923 
because he felt something was wrong. 
He later restored it on the pledge of 


the Missouri department that it had 
met all requirements. He blamed the 
Missouri department for its action. The 


International Life mess, he claimed, will 
affect life insurance in a most unfortunate 
way. 

Cites Lion Bonding Case 


Mr. Porter said he was entitled to the 
protection of other departments. He as- 
serted he had been basely deceived by 
some other departments. In 1909 eight 
states gave what he termed a “lovely 
report” after examining the Lion Bond- 
ing of Omaha, yet 60 days afterward 
the company failed and its officials were 
indicted. Mr. Porter declared there is 
some high financial juggling going on 
among some companies and their home 
departments wink at it. He declared 
that his department should be able to 
rely on every other department. He 
asserted he is the commissioner of 
the people of Montana and not of any 
insurance companies. 


Banquet Held Monday Evening 


The commissioners’ banquet was held 
Monday evening. Governor Bulow of 
South Dakota was the first speaker. 
He applied Biblical history to South 
Dakota, claiming the state is really the 
“promised land.” T. N. Crill, secretary 
of agriculture of South Dakota, spoke 
of the glories of his state. C. R. De- 
trick of California, first vice-president 
of the organization, responded for the 
commissioners and their guests to the 
greetings of the state officials. Harry 
O’Brien, former insurance commissioner 
of this state, acted as toastmaster. He 
is an attorney at Highmore. From this 
place also came Commissioner Don C. 
Lewis and former Commissioner W. N. 
Van Camp. 

Following the Chicago special train 
came a contingent from Iowa, Nebraska 
and Missouri, headed by Commissioner 
Ray Yenter of Iowa. Former commis- 


sioners present are J. V. Barry, Michi- 
gan; J. F. Ramey, Kentucky; Platt 
Whitman, Wisconsin; W. E. Monk, 
Massachusetts; T. S. McMurray, Indi- 


ana: C. W. Hobbs, Massachusetts; E. J. 
McGivney, Louisiana; C. W. Fairchild, 
Colorado; Bruce Bullion, Arkansas; 
F. H. Hardison, Massachusetts; A. W. 
Briscoe, Alabama; Clifford Ireland, IIli- 
nois: W. N. VanCamp, South Dakota; 
A. C. Savage, Iowa; H. L. Ekern, Wis- 
consin; Miles Schaeffer, Indiana, and 
W. K. Chorn, Missouri. 

The commissioners held a meeting 
Tuesday evening at which Superintend- 
ent James A. Beha read his paper on 
marine insurance. He said the foremost 
steps in this class are the formation of 
the American marine insurance syndi- 
cate and legislation favoring American 
marine insurance. 


Valuation Question Brought Up 


Mr. Beha also submitted his report as 
chairman of the valuation committee. 
Last vear the convention paid Marvin 
Scudder $6,000 for publishing the book 





giving appraisals of securities. He asks 
$7,500 for next year. At the last meet- 
ing the committee suggested that the 
insurance companies establish their own 
bureau to do this work under the super- 
vision of the convention committee. The 
subject was taken up with the companies, 
Many replied they would do anything 
the commissioners felt to be desirable. 
Others declared they are overburdened 
now with taxes and they should not be 
burdened with this extra expense. 

Owing to the opposition, Mr. Beha 
said the committee does not look with 
favor on a company bureau. Mr. Grif- 
fith, who did the work for the Scudder 
office, has gone with the Poor Publish- 
ing Company. Mr. Beha said this seri- 
ously handicapped Mr. Scudder. The 
Poor concern offers to publish the book 
gratis, with the understanding that each 
department take a book at $10 each and 
the commissioners use their good offices 
to get insurance companies to buy these 
books. It was decided to leave with the 
committee authority to work out a con- 
tract for next year’s books as seemed to 
it the most desirable. 


Discussion of Mr. Beha’s paper on 
marine insurance was offered by H. O. 
Fishback of Washington and C. R. 


Detrick of California. 


J. R. DUMONT AGAINST 
GOVERNMENT CONTROL 


(CONTINUED FROM PAGE 3) 
New York in his published 

that his proposed 
changes are not. radical nor do 
these change any of the fundamentals 
ot Section 97. Of course both the old 
law and the new proposals are funda- 
mentally for the purpose of control of 
acquistion costs, but the methods in- 
volved are radically different in that the 
basis of computation in the proposed 
law is radically different from the pres- 
ent basis used. However, we need not 
waste time here in arguing the merits 
of these, as both are arbitrary methods 
and time has shown that the companies 
have in a sense paid little attention to 
the final effect of Section 97.” 

The Nebraska commissioner then re- 
ferred to the table used in a brief sub- 
mitted by the Life Underwriters of New 
York to Superintendent Beha last April. 
It shows the ratio of actual expenses to 
margins allowed under section 97. 


tendent of 
comment, claims 


Law Not Governing Costs 


“This table,” said Mr. Beha, “shows 
that the ratio has been very constant, 
varying only from 67.3 percent to 75.5 
percent, with an average of 70 percent 
over a period of 18 years. In other 
words this proves conclusively that such 
a law is not what governs acquisition 
costs. 

“The fact can not be disputed that the 
Armstrong investigation did do more 
than any other thing to clean up the life 
insurance business and there is no ques- 
tion but that many of the laws enacted 
as an outgrowth of this investigation 
have been very helpful, but I am sure 
that the publicity attached to the i 
vestigation and the publicity given to 
company statements since the investi 
gation have had more effect than any 
particular statute. 


Other Influences Important 


“Other important influences have bee? 
at work during these past 22 years. 
chief among which have been honest 
management, wonderful cooperation an 
decent competition, all of which have 
resulted in favorable publicity and 4 
growing public confidence in life in- 
surance.” 

Mr. Dumont quoted the report of the 
Armstrong investigation on the ques 
tion, “Should acquisition costs be com 
trolled by law?” 7 

“*The committee,’ say 
‘deems it inadvisable to 
that the legislature attempt to prescrive 
the expenditure of insurance corport® 
tions. The legislature cannot undertake 
the management of the business. 


the report 
recommen 
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28, 


seeking to secure economical adminis- 
tration it should not overstep the line 
which divides suitable state supervision 
from an utterly impractical effort to pre- 
scribe details. The legislature should 
aim to permit freedom of management 
subject to general regulations and com- 
plete publicity.’ 

“Could any pronouncement,” 
sioner Dumont asked, “be any clearer? 
Consider that there never was a more 
searching investigation made and also 
that conditions in the life insurance 
business at that time were certainly ab- 


Commis- 


solutely putrid as compared with what 
they are today. Even under such cir- 
cumstances that committee saw clearly 
and laid down fundamental principles 


which should not be questioned today. 


Corrected by Organizations 
“What were the primary causes of 
the 1906 investigation? A few of these 


were lavish expenditures, such as trips 
for agents, special trains, huge banquets 
—buying up perpetual contracts of 
agents, greed for business at any cost, 
also many deferred dividends on poli- 
cies were falling due and promises were 
only being met by half. 

“Do these same conditions exist to- 
day? Possibly some criticism can be 
offered as to present day methods and 
no doubt danger lies ahead, if not 
checked, from greed for business; how- 
ever, the last quarter of a century has 
shown an awakening of the conscience 
of business and any evils existing are 
being corrected in the organizations 
themselves and not by government con- 
trol or passage of restrictive laws. 


Costs Are Reduced 


“I have pointed out that the compa- 
nies as shown in the table taken from 
the New York reports have only used an 
average of 70 percent of their expense 
allowance under Section 97 from 1910 
to 1927. During the same time or rather 
from 1906 to 1926 the cost per $1,000 of 
legal reserve life insurance has been re- 
duced on an average of 21.4 percent per 


$1,000. Proof of this is found in a very 
comprehensive address by Mr. M. AIl- 
bert Linton before the Association of 
Life Insurance Presidents Dec. 10, 
1926. 

“Mr. Linton’s figures show that the 
average cost per $1,000 to the policy- 


holder has been reduced 21.4 percent in 
this 20-year period and I believe regard- 
less of any laws which might be en- 
acted, that the companies will continue 
te make reductions consistent always 
with safety. 


Material Changes Made 


“For further proof of this reduction 
| have had figures compiled in my own 
department. By selecting representa- 
tive companies, both participating and 
non-participating, domiciled in various 
parts of the country, east, west, north, 
South and middle-west, both large and 
small, I have found that there has been 
a material reduction in the rates per 
$1,000 charged by non-participating com- 
panies and also the dividends paid by 
participating companes have reduced the 
net cost per year considerably during 
the past 20 years. 

“Besides this reduction in cost to the 
buyer, he has been given many addi- 
tonal benefits under his policy. You 
who are all familiar with policy con- 


tracts do not need to have me enumer- 
ate these 


Credit to Companies 
“Will 


: contend that these re- 
ee 


In costs and increase in bene- 
ts have been brought about by any leg- 
islative act? I feel credit should be 
sven where credit is due and this should 
mobi the companies. Through good 
‘nagement, cooperation, and clean 
jompetition, which have been stimulated 
'S Iterchange of ideas, and friendly 
relationships through membership 


anyone 


th in 

th ° 

sane organizations, the business has 
Btessed to the benefit primarily of 


the policyholders. 
hs ‘Would not care to leave the im- 
sion with you that I believe the 


I 
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legal reserve life business has reached 


its Utopia. 
“No one who has studied the busi- 
ness is entirely satisfied with the costs 
of acquisition at the present time. Fur- 
ther improvement can be made, such as 
the cutting down of the lapse ratio. 
Serious study has been made of this 
subject. I refer, for instance, to the 
work of a special committee of the 
American Life Convention which pub- 
lished a report in October, 1925. 
“High commissions have been the 
subject of much criticism and I think 
rightfully although I do not over- 
look the fact that it is unfair to com- 
pare rates of commission charged by 
non-participating companies with those 
charged by participating companies 
when based on the premium charged. 
What is considered a high commission 
on a percentage of premium charged 
by one company may not be any more 
in dollars and cents than the amount 
based on a smaller percentage of pre- 
miums charged by a company which 
receives a higher initial premium. 


so, 


Suggest Unit Basis 


“Commissions might better be figured 
on the unit of insurance basis rather 
than on the percentage of premium, 
that a truer comparison could be made. 

“T also recognize the fact that it 
costs more to develop some territories 
than it does others both as to commis- 
sions, traveling and other expenses, but 
there is surely a limit beyond which any 
company should not go in the payment 
of commissions. 

“Experience has proven that exces- 
sive commissions produce _rebating, 
twisting, high mortality, lapses and a 
heavy agency turnover. 

Consider Lecal Conditions 

“No one state or locality should set 
the limit for the entire country. Local 
conditions have to be considered, such 
as density of population, expense of 
travel, etc. We all know that commodi- 
ties can not be supplied to the public in 
all parts of the country at the same 
price due to the difference in the cost 
of distribution. Neither can insurance be 
sold all over the country with the same 
acquisition cost in each state or terri- 
tory. 

“First year premium notes are one of 
the greatest curses of the business. Al- 
lowing agents to use this method of se- 
curing business, whether the company 
carries the notes or whether the agent 
carries them himself, results in heavy 
lapses and a great loss of time and ex- 
pense in collecting. Think how often 
an agent has to return not once but 
several times to make these collections 
and resell the prospect. He might bet- 
ter be spending that time in soliciting 
new business. Encouragement of such 
practices is expensive. I have often said 
that it would be better to accept a semi- 
annual, quarterly or even monthly set- 
tlement and get the cash. 


so 


Cause Large Turnover 


“Advances to agents and loose meth- 
ods of collecting nets cause a large 
agency turnover. I believe considerable 
improvement can be accomplished in 
minimizing these practices. More agents 
are ruined by advances and being al- 
lowed extensive credit than in any other 
way. It is a direct invitation to the 
agent to live beyond his income and 
ends in unwarranted expense. 

“Most of the companies are studying 


Far from it in my opinion. 
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BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 


of LOS ANGELES, CAL. 


INSURANCE COMPANY 


This Company has General Agency openings in Texas, Oklahoma, 


Arkansas, 


Liberal first year and renewal commissions, 


Missouri, Kansas, New Mexico, 


Arizona 
together with exceptional 


and California. 


line of policies and other attractive inducements offered to capable men 


of high character 
interested in building a profitable 
company. 


future with a 


For full information address 


W. H. SAVAGE, Vice-President 


Los Angeles, California 


and records of successful experience who would be 
progr essive 


Western 


Great Republic Life Building, 756 So. Spring Street 














An ideal became a 
OF NEW YORK” issued its first policy. The b 


plan st 


ance Ideals and 


Years of Life Insur- 


Service e 


a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
usiness of i 


arted in America then and there. 


life insurance on the mutual 


Priority in its field is not the Company's claim to greatness—age in itself is no great 


distinction. THE MUTUAL LIFE 7 
still prevail. It aims at quality and to 

In its relations with 
has an outstanding rec 


with high ideals of business conduct, 
highly honorable in all its dealings. 


— eee and their representatives THE MUTUAL LIFE 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 


DAVID F. HOUSTON 
President 


of New York 


GEORGE 
2nd Vice-Presi 


K. SARGENT 
and M of Agencies 





34 NASSAU STREET 


NEW YORK, N. Y. 











Sig a 
Sia THE ° 
UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under d'rect contract 
Sig HOME OFFICE: 105-107 Fifth Avenue,New York City ae 
si; LJ 











Eureka-Maryland Assurance Co. 


OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 


WE ISSUE 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President 
J. BARRY MAHOOL, Vice-President 


W. MEA 


A. RS, Secretary 
DR. EDWARD NOVAK, Medical Director 











Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 








T. O. Berge, President 








REJUVENATED 


Under New Management 


The oldest and strongest Life, Health and Accident Company in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 
Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 


Net Life rates; Non-forfeitable renewals. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


A better Health and Accident contract. 


P. G. Erickson, Secretary 
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Who Will Be First 


to write us that they can qualify for an 


“+ OLD-FASHIONED 
GENERAL AGENCY CONTRACT 


CLEVELAND, Ohio 
Or 
ERIE, Penna. 


Correspondence confidential. 


Address X-3, 
c/o The National Underwriter. 























We Write All Standard Forms of Participating and | 


Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 


2. Personal Life Monthly Income for Rejected Risks. 

3. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 
We welcome to our Ranks only serious-minded men of 


character 


and integrity—men who are intent upon suc- 


cess—and to whom we offer exceptionally liberal and prof- 


itable contracts. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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T-H-E 
COM BINATION 
I-D-E-A-L 


Co - Operation 





™ 


Service 


Liberal policies 
Good territory 


Agency—Building 


from 


Home Office 
Efficient « Claims 


\ 
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SUCCESSFUL 


-- NATIONAL 
“* AGENCIES 


Are you making PROGRESS? If not, are you willing 
to spend TWO CENTS to learn WHY National Casualty 


salesmen forge ahead continually? 


We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 


POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 















Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 


insurance newspaper. 











these problems and many are experi- 
menting with good results. Some are 
grading commissions by making it more 
profitable to the agent to solicit pros- 
pects who are nearer age 35 and less 
for writing those of the higher ages, 
also by making it more of an incentive 
to get the second year renewal which is 
most important. 

“Commission rates should be cut 
down on the large target risks. It is 
seldom that any more work is needed to 
secure a $1,000,000 case than a $100,000 
one. These extra large risks have not 
proven profitable and the company 
should have more margin for the higher 
mortality. 


Schooling Shows Results 


“Schooling of agents has been tried 
by many companies and has resulted in 
good beyond measure. Better produc- 
tion, better selection, lower mortality, 
fewer lapses, a lessened agency turn- 
over and above all a much better serv- 
ice to the public have resulted. 

“One of the gravest dangers at the 
present time is that greed for volume 
may lead some into stormy seas. The 
natural outcome unless checked, will 
be destructive competition and legisla- 
tive reaction. No sane company execu- 
tive wants to see such results. 

“I believe some of the race for volume 
has come from the generally accepted 
idea that as business increases expense 
per unit decreases.” 

Quotations from an address by R. G. 
Hunter of the Equitable Life of Iowa, 
before the American Institute of Actu- 
aries last June were then cited by Com- 
missioner Dumont. Mr. Hunter said 
investigation had found no correlation 
between the rate of growth and the 
rate of expenses. 

“T have said that I believe manage- 
ment, cooperation, competition and pub- 
licity are the real factors in the control 
of acquisition costs. 


Should Change Blanks 


“We have in this convention a com- 
mittee which has done some noteworthy 
work in connection with some of these 
efforts. I refer to the blanks commit- 
tee. I believe that this committee can 
go even further by amplifying the in- 
terrogatories of the gain and loss ex- 
hibit which have to do with first year 
expenses. This would enable us to get 
more uniform comparisons and I be- 
lieve would assist the companies in 
stopping some of the present leaks. 

“The great difference of opinion as to 
what proportion of expenses are first 
year and what are renewal expenses is 
very surprising. As I said earlier, I 
feel sure that by conference these details 
can be settled to the reasonable satis- 
faction of all. 

“Among the influences affecting ac- 
quisition costs I have several times men- 
tioned publicity. I have in mind that 
there are various kinds of publicity and 
most certainly I do not advocate that 
this right should be abused. Publica- 
tion of departmental reports, filing of 
statements and publication of examina- 
tion reports, after the same are on file, 
should be sufficient to accomplish the 
desired results. 


Years Prove Stability 
“The Armstrong investigation was a 


lesson which none_ should forget. 
Twenty-two years have proven the sta- 
bility of legal reserve life insurance 
companies. 


“Twenty-two years through epidem- 
ics, wars, rising costs, competition and 
fighting against adverse public opinion 
and legislative whims, and still, these 
companies have continued to grow to 
their almost startling magnitude, ren- 
dering a service unequaled by any other 
business, at a steadily reducing cost 
to the public. 

“Is this not a record to be justly 
proud of? Does such a record require 
government regulation of acquisition 
costs or rates? I hardly need to say 
that I for one am convinced that the 
facts prove otherwise. I am more than 
ever convinced after my careful study of 





the situation, that it is not time for the 
government to attempt price fixing or 
rate making for life insurance. I am 
already on record more than once as 
regards other branches of the insur- 
acne business. 

Should Consider Safety 


“Safety first should be the watchword, 
particularly with regard to life insur- 
ance. No state has a right, morally, un- 
der any circumstances, to attempt to 
drive life insurance rates down below a 
point of safety, and this might easily be 
the result if legislative action is taken 
to further control acquisition costs. 

“Whenever the state governments will 
really play fair in the matter of taxes on 
premiums, then they can all do consid- 
erable toward bringing down the cost 
of insurance to the public. May I ask 
how any legislature has the nerve to 
seek a reduction in acquisition costs 
in any line of insurance, when all are 
guilty of charging many times more in 
taxes on premiums than enough to pay 
for proper supervision, which is the 
only excuse for such taxes? 

“Latest reports show that over the 
country the average premium tax dol- 
lar is divided into less than 4 cents for 
supervision and more than 96 cents for 
state general fund expenditures. 


Fight Cost Regulations 


“My advice to the life insurance com- 
panies is to fight to the last ditch any at- 
tempt to force on them acquisition cost 
regulations and rate regulations such 
as have been saddled on the fire, cas- 
ualty and surety companies in some 
jurisdictions. 

“In offering such advice I am looking 
to the future and have primarily in mind 
the best interests of the policyholders. 
Such attempts at regulation invariably 
lead to additional expense and _ particu- 
larly to discrimination, at least between 
citizens of the several states.” 





BUSINESS MEN’S ASSURANCE 
PASSES $60,000,000 MARK 





The Business Men’s Assurance has 
passed the $60,000,000 mark of total life 
insurance in force. This is the second 
milestone passed by the life insurance 
department of the company since Jat. 
1, the $50,000,000 mark having been ar- 
rived at during this year also, During 
the first eight months of this year the 
B. M. A. has enjoyed a net increase of 
insurance in force of approximately 
$12,000,000. The life department of the 
Business Men’s was organized in April, 
1920. 

The company has written over $23,- 
000,000 of life business this year, and 
its goal by Dec. 31 is $35,000,000. 


A PURELY MUTUAL 
COMPANY: 


If You Have Knocked 
the “‘T” Out of “Can't 


WE CAN GIVE 








1. You a liberal first year commission. 
2. An unexcelled renewal commission 
3. Your beneficiary a renewal pension. 
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Soundly Based Plans for Obtaining 
Prospects, If Systematically Worked, 
Will Result in Much New Business | 


BY GORDON H. CAMPBELL 


General Agent Aetna Life, Little Rock, Ark. 
Little Rock, Ark. 


HE word “prospect” is often too, those potential buyers with whom sales- 

broadly used. Accurately speaking,a | man-contacts are desirable, the follow- 

prospect is a prospective buyer, one | ing plans may be said to have proven 
whom the salesman may expect to put! of substantial value. 
on the books at a future date. There} We operate through three offices lo- 
is a great difference between that sort | cated in cities of different size, and nat- 
f “prospect” and the ordinary run of| urally we find the difference in char- 
potential buyers. There are men who| acter of population to require changes 
are in a general way eligible for the| and adaptations in these plans as they 
commodity and the service our sales-| are used in the different cities. We 
men offer—men who supposedly have | make two general divisions in consider- 
the health, standing and financial ability | ing the potential sources of additional 
to qualify, provided they can be sold.} business. First, policyholders: second, 
It is the element of salesmanship which | the public at large. 
turns the potential buyer into, first, the ; - 
prospective buyer, and, finally, into an Policyholders Considered 


applicant for protection. Preferred Prospects 
Two General Divisions in We consider the policyholder a pre- 
Considering Potential Sources ferred prospect. We endeavor to culti- 


vate him, to build his good will, and to 
Using the broad colloquial meaning of | do additional business with him. Under 
the word “prospect” to designate al)! this main division we use four plans: 























A PROPHET SEES 
THE FUTURE PROFIT 
The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
oe Ss sure to eat regularly. me me 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind requires 
future provision assured beyond doubt. 


The General Agent Creates Future 
Wealth for Himself 








Are you ready to graduate into the general agent 
class? If so, we offer you the chance to build your 
own business—a handsome current income and ever- 
increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 
Strict Confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 























conversions, birthday cards, 


ers’ month, 
A tickler system brings 





change-of- | a list prepared of all policyholders whose 
age cards, and what we call policyhold- | change of age occurs in the succeeding 


month and who were written by agents 
term | no longer connected with our agency. 


cases up for definite action 60 days be-| These present opportunities to exhibit 


fore the final conversion date. 


A card|a degree of friendly interest which is 


containing the full information is given | appreciated by policyholders. Active 


to the agent who originated 


ness if he is still with us. If 
longer a member of the agency, 
is given to the man whom we feel to be 


most competent to handle it. 


weeks before the “zero hour” 


and care | 


busi- 


agents are supposed to keep their own 


* 18 NO| records and follow their own clients’ 
the card | age changes. We bring the matter to 


| their attention about once a month to 


This is| prevent oversight on their part. We 


again checked up by the tickler two] find this service results in new business 
| 
| 


is taken to insure the proper disposal 
of the case. We regard this as 
business and insist upon the agents mak- 


ing the most of it. 


Birthday Cards 
Build Good Will 


in a pleasing number of instances. 
his change of age information is 


rel ” ° 
cream given only to those agents who make 


| special request for it and who pledge a 
| thorough follow-up in each instance. 
| We feel that the man who is sufficiently 
alert to understand the possibilities of 
this form of cooperation is the man to 


We feel that birthday cards have been | have it. 


invaluable as builders of good 


will We handle policyholders’ month on 


Each month we have a girl go through | a somewhat elaborate scale and have 
the file of policyholders and address an | made it an institution in our agency ter- 


engraved birthday card to 


whose anniversary falls within 


each one|ritory. It is carried on during August, 


that | as this is usually a light production 


month, These are held in a tickler file| month. The amount of time which is 
and mailed so as to arrive approximately | devoted to the purely gratuitous service 
on the proper day. This annual re-| part of the plan can be best spared dur- 


minder of our continued interest in our | ing that month by both the field men 
policyholders has built up a reciprocal | and the agency. 


interest which is a decided asset. 
On the 20th of each month we have 





In July we advise the agents that 
| the plan is to be used during August 





The Reason 


will interest youif....... 


in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


| 


TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Louisiana. 


If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force more than twelve-fold in ten 
years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 





“1 


THE NATIONAL 
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ACTUARIES 











CALIFORNIA 





[ OATES & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Carl E. Herfurth San Francisco 


- 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








L A. GLOVER & CO. 
e Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 





INDIANA 





HAH. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


J OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 4th St. = New York City 








CODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 





J. McCOMB 
e _COUNSELOR AT LAW 
CONSULTING ACTUARY 
Reserves, —— 
Calculated. Valuations 
Policies 




















and, after playing up both the service 
and new business angles of it, we ask 
those men who desire to take advantage 
of it to sign and return a pledge of co- 
operation. Only those who sign the 
pledge and agree to follow up all names 
are included in the program. 

When the pledges are in and the ter- 
ritory which will be served is thus des- 
ignated, cards are prepared on each pol- 
icyholder in the respective communities. 
These cards are duplicates of our pol- 
icyholder file cards, the information on 
them being limited, however, to name, 
address, amount arfd form of insurance, 
date of issue and name of originating 
agent. 


Policyholder Looks 
Forward to Agents’ Call 


On the first of the month a form letter 
is sent to all policyholders for whom 
cards have been made. These letters 
announce the special service month and 
emphasize the fact that it is devoted to 
the interests of our policyholders. This 
angle can be developed quite strongly. 
We announce that our representative 
will call upon the policyholder during 
the month to discuss various forms of 
service, and the letter is designed to 
make the policyholder actually look for- 
ward to the call of the agent. 

Just prior to the first of the month 
the cards for his territory are sent to 
each agent who has “signed up” for the 
campaign. With the cards go an equiv- 
alent number of “policyholder certifi- 
cates.” After the essentially service 
suggestions we list the matter of addi- 
tional insurance for himself, family, rela- 
tives and friends. On the face of this 
“certificate” we request the agent to 
have the insured sign it at the end of 
the service call. It is clear that in al- 
most every case this certificate guaran- 
tees an interview. 

In cases where new agents are 
anxious to take advantage of the play 
but have no clientele to which it is ap- 
plicable, we pick localities where we 
have a sufficient number of policyhold- 
ers to justify it and where the originat- 
ing agents are no longer with us. Oth- 
erwise the operation is identically as 
above. In the city territory the par- 
ticipating agents are given cards on 
their own policyholders and an equitable 
distribution made of cards on policyhold- 
ers written by formerly active agents. 
Care is observed to prevent trespassing 
by agents on the clients of other active 
members of the agency, even though 
these other agents may not be taking 
part in the special service campaign. 

Approximately 75 percent of our 
agents take part in this plan. Some 
simply do not get a vision of the possi- 
bilities. Others are temperamentally 
not able to work on calls which may 
turn out to be purely visits of vicarious 
service. 

Theoretically, an agent should be able 
to hunt up his own leads for new busi- 
ness. Many do. Some cannot. More 
will not. It goes without saying that 
one major problem in the training of 
salesmen is that of developing self-re- 
liance and initiative. It is a fact that 
we must aid our men in finding leads 
to new business. In our major plan to 
this end we tie the agent into the pro- 
gram with an investment of his own. 
This makes the plan cooperative, rather 


than a gratuitous agency service. This 
plan is circularization. Other plans 
used are newspaper leads, cards on 


building tenants, leads from chamber of 
commerce directory, leads on teachers, 
leads from Dun’s Service and develop- 
ing group insurance contacts. 

This plan can either be expensive in- 
dulgence or the direct means of securing 
a substantial volume of business at nom- 
inal cost. Mass circularization is of ad- 
vantage provided economic conditions 
are favorable, the list carefully pre- 
pared, and able agents lined up to fol- 
low the leads promptly. We do none 
of it at the present time. The plan we 
are following is focused on _ specific 
local lists of limited size and tied in with 
the local agent. 

The agent supplies us with a list, 
usually of from 250 to 500 names. To 
these names we send the particular form 





letter which seems best to fit the situa- 
tion. The letter is sent first class and 
a stamped return envelope is enclosed. 
The percentage of leads holds quite con- 
stant. The percentage of sales from 
these leads will run approximately 50 
percent. The agent who uses the lar- 
gest number in our agency states that 
he figures each lead to be worth a min- 
imum of $1,000 of new business. 

The names of officers of companies 
listed in the chamber of commerce an- 
nual are carded and distributed to agents 
who are making a particular study of 
business insurance. These names are 
often circularized, a few at a time, with 
a special business insurance letter, and 
each man so circularized is then called 
upon by the agent who has his card. 
Some excellent cases can be directly 
traced to this plan. 


Business on Teachers 
Leads to Other Sales 


In addition to the direct business re- 
sulting from centralizing the activity of 
a few selected agents upon the teach- 
ers in the public and private schools and 
colleges, splendid leads to parents who 
may be prospects for educational pol- 
icies for their children are often secured. 
We ‘find’ the period shortly before the 
end of the school year to be best for 
intensive work on this class of prospect. 
A few alert agents are selected and the 
plan outlined. The list of teachers is 
circularized on the life income plan and 
again on the endowment plan. The plan 
is to see all those who are circularized. 
The direct leads received are pro-rated 
among the few who. are interested in 
the plan. After each prospect has been 
worked out on the matter of personal 
insurance, our plan for an educational 
bond to insure a proper education for 
children is discussed. Teachers are 
quick to sense the human interest angles 
of this bond, and frequently excellent 
leads are given to parents known to be 
especially interested in the education of 
their children. 

Dun’s service leads are supplementary 
to leads from the chamber of commerce 
directory. This plan keeps us in touch 
with all new firms arriving or being or- 
ganized and gives direct knowledge of 
the amount of business insurance carried 
or lack of such coverage. These facts are 
promptly carded and distributed to the 
men most capable of handling them suc- 
cessfully. 

A group or wholesale case placed upon 
the books becomes at once a fertile field 
for the production of ordinary insurance. 
When the originating agent is with the 
organization, we encourage him to take 
full advantage of the possibilities thus 
offered. That such alertness pays has 
been demonstrated in many cases. 

Where the originating agents are no 
longer with our organization, we peri- 
odically make cards on those insured 
under group and wholesale contracts 
and distribute them to those agents 
whose personal alertness justifies the 
confidence that they will properly work 
the leads. This comes under the head 
of policyholder contacts, but, since the 
general purpose of the additional cover- 
age and the necessary canvass are very 
different from the original plan and can- 
vass for the smaller first coverage, these 
leads are well considered as new busi- 
ness leads. 

Almost any plan will work if the agent 
will. Leads are effective only when 
given prompt and efficient treatment by 
the agent. The efficiency of any of the 





plans above lies in careful supervision, 
which requires reports from agents on 
all leads furnished under such plans. 
The agent must be made to understand 
that leads cost money and that simple 
reciprocity as well as his own interest 
dictates the necessity for careful and 
thorough follow-up in all cases. 





To Adjust Florida Claims 


A. F. C. Fiske, vice-president, and 
R. R. Lawrence, superintendent of 
agencies of the Metropolitan Life, have 
left for Florida to hasten all payments 
of claims in the storm area. It is un- 
derstood the company has more than 
$30,000,000 in force in the Palm Beaches 
alone and more than $100,000,000 in the 
storm area. The extent of the claims 
is not determined. 





A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 
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THE OLD LINE LIFE INSUR- 
ANCE COMPANY OF AMERICA 
Milwaukee, Wisconsin, 
is one of the largest companies of its kind 
from its beginning ever organized in the 

United States. 

It is operating in the following states: 
Wisconsin, Illinois, Iowa, Michigan, Minne- 
sota, South Dakota, Oregon, Washington, 
California, Texas, Oklahoma, Pennsylvania 
and Ohio. 

Drop us a line if unattached 














DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 


of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 
































IF YOU DON’T KNOW, 
Look in 


THE INSURANCE ALMANAC 
$3.00 per Copy 


80 Maiden Lane 
New York, N. Y. 








PERSONAL INTEREST— 


goal in this atmosphere? 
Possibly your section is open. A 
information. 


A. L. Key, President 


Operating in Alabama, Arkonsas, 


There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 
Faithfully Serving Insurers Since 1903 iG 
lorida, Georgia, Louisiana, Mississippi E 

North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. 


letter, in confidence, will secure this 


J. M. Mitchell, Agency Manager 
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